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AVOID SHUTOFF 
SHOCK 


with smooth self-closing 
2-STAGE Brodie Automatic 
Quantity Control 





e Fully automatic Brodimatic Quantrol Counter 


Assuring faster automatic bulk transfer of petroleum oa May be preset to deliver any quantity from 


products without shutoff shock, the Brodie Slow-Closing oo te Terr qunene 


“Quantrol” is installed directly on BiRotor Meter outlet, or at & First stage closing reduces rate of flow 


any convenient adjacent point in the line. The Brodimatic p> Second stage effects positive shutoff with 


Counter or Printing Counter can be mounted on the meter or no shock 


with counter extensions. Installation of meter and “Quantrol” Ideal for bulk transfer and delivery, batch- 
; ; ;, : ; ing, and other installations requiring auto- 
is adaptable to either horizontal or vertical lines. For greatest vol . q g 

matic preset quantity control 


flexibility of installation, higher maintained accuracy, and 
; ., Brodie BiR M Brodie Slow-Closing ‘“‘Quantrol’’ available 
owest maintenance cost, investigate Brodie Bikotor Meters with BiRotor Meter Models B-62D—250 gpm, 


with the versatile shock-free Slow-Closing “Quantrol”. B-72D —350 gpm, B-82D—550 gpm. 


ALL-STEEL 


Bropie 2°” METERS 


Ralph N. Brodie Company ~ ALVARADO & WEST 137th AVE., SAN LEANDRO, CALIFORNIA, U.S.A. 


MT. VERNON, N.Y. CHICAGO 5, ILL. DALLAS, TEXAS SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
550 So. Columbus Ave. 59 E. Van Buren 167 Parkhouse St. 221 9th Ave. N. 5401 E. Sheila Street 


REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALL PRINCIPAL CITIES 





Motor Oil and Gasoline (Additives) 


Paint, Varnish and Lacquer 


Synthetic Rubber, Synthetic Yarns 


You get proved results when you use 


34 successful years of leadership in serving industry 


for a 

complete line 

of high quality 
petroleum chemicals 
PETROLEUM 


PARANOX 
PARATONE 
PARAFLOW 
PARAPOID 
PARADYNE 
PARATAC 
PETROHOL 
Methyl Ethy! Ketone 
Dewaxing Aid 
Ethyl Ether 
Isopropyl! Ether 
Reference Fuels 
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SURFACE COATING 


PETROHOL 91 
PETROHOL 95 
PETROHOL 99 
JAYSOL 

Secondary Buty! Alcohol 
Secondary 
Isopropyl! Acetate 
Acetone 

Methy! Ethyl Ketone 
Ethy! Ether 

Isopropyl! Ether 
Dicyclopentadiene 
Naphthenic Acids 
Iso-Octy! Alcohol 

Decy! Alcohol 

Denatured Ethyl! Alcohol 


Butyl Acetate 


CHEMICAL 


PETROHOL 91 
PETROHOL 95 
PETROHOL 99 
JAYSOL 

Iso-Octy! Alcohol 
Decy! Aleohol 
Denatured Ethyl Alcohol 
Tridecy! Alcohol 
Dicyclopentadiene 
Isoprene 

Butadiene 

Ethyl Ether 
Isopropy! Ether 
Tetrapropylene 
Tripropylene 
Aromatic Tars 
Benzene 

Acetone 

Methy! Ethyl] Ketone 


PETROLEUM NEWS 


Depend on the Enjay Company for a complete line 

of petroleum chemicals backed by research, experience, 
know-how and proved results. Enjay is a recognized 
leader in developing and marketing uniform, high 
quality chemicals for the petroleum, surface coating 
and chemical industries. 

Not only does Enjay supply a constantly growing list 
of petroleum chemicals to an increasing number of 
industries — Enjay is also ready to assist in developing 
new or improved products through chemistry. For 
proved results, make it your business to specify Enjay. 


ENJAY COMPANY, INC. o 15 West 51st Street, New York 19, N. Y. 





NES for Pay | 


Safer, More Convenient 
OC ELL 





Oil and chemical companies alert 
to reducing tank car and truck 
loading and unloading time with- 
out jeopardizing safety standards 
and contaminating product are 
converting daily to the trouble- 
free operation of OPW LOAD- 


COUNTER if » ING ASSEMBLIES. 
BALANCED : Behind this industry acceptance 


are several determining factors: 





e COMPACTNESS 


e CONVENIENCE 


CATALOG F-7 provides sizes, engineering data and e FAST DELIVERY 


seer W Sprinc-Balanced ; 
specifications on all OPW Spring Balanced and © SMOOTH OPERATION 
Counter-Balanced Loading Assemblies. 


Free on request. @ LONG SERVICE LIFE 
e MINIMUM PRESSURE DROP 
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National 


Petroleum 


Behind Our Headlines 


This week we have two stories that 
are pertinent to the industry even 
though they don’t show you marketers 
an easy way to hoist the return on 
your investment up to 30%. 


One is about the grim fight asphalt 
is making against concrete for high- 
way business. At first, we were going 
to run a story about how Leonard, 
an independent refiner, got into the 
business. As we got into the story, 
we checked with the Asphalt Institute 
for a progress report. 


The news of asphalt’s gains was 
so impressive, we decided to do a re- 
port on the asphalt vs concrete con- 
flict. It starts on page 28. Along with 
our original story about Leonard. 


The other is about the durable Gen. 
Thompson of Texas. For many years 
he has been a strong personality in 
the oil industry. He will be elected to 
the Texas Railroad Commission for 
a fifth term, this time for six years. 
By the time he completes his career 
with the commission, he’ll probably 
be on the roster of Texas’ legendary 
figures. 


Dick Morehead, our Austin, Texas, 
correspondent who has been covering 
the commission and the general for 
years, did our story. In his ‘yarn, he 
describes the colorful general and the 
commission. 


Incidentally, there’s a good biog- 
raphy out on the general, too. It’s 
called “Three Stars for the Colonel,” 
written by Jim Clark, oil reporter, 
historian and fellow Texan. It’s good 
reading, too. 


—Herbert A. Yocom 
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EQUIPPED FOR FAST SERVICE is Canady’s, where a National System 
provides quick and sure handling of cash and charges. 


“Our Halional System 
saves us *3,000 a year... 


pays for itself every 14 months!” 


“My National System relieves me of 
tedious day-after-day checking,” writes 
Mr. Canady, “and left me free to do the 
importan* job of selling more to my cus- 
tomers. With our former method it was 
necessary to cut all other activity when 
trying to balance cash with records at 
check-out time. 


“Now any attendant’s individual sales 
record is immediately available without 
disturbing our department totals. And 
we can spot check any one of 15 depart- 
ment sales totals with our stock inven- 
tory at our leisure. These benefits of our 
National System continue to prove their 
value to us in time and money saved. 


“Our customers appreciate the business- 





CUSTOMERS APPRECIATE the methodical way all transactions are 
handled at Canady’s. 


—Canady’s Service Station, Des Moines, Iowa 


like printed, National Cash Register receipt. 
Our receipts also have a picture of our 
station and a list of the services we offer. 
Neat; legible register-printed figures show 
the amount of sale, date and other informa- 
tion. Our receipt builds good will with our 
customers. 

“T would not attempt to operate a service 
station without the information and pro- 
tection of a complete National System. It 
eliminates about 20 hours of checking and 
bookkeeping weekly. It also stops the con- 
stant annoyance of trying to reconcile cash 
and trace charge slips which were mislaid, 
lost—and sometimes probably forgotten. 
Our National System saves us $3,000 a 
year and pays for itself every 14 months!” 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


949 OFFICES IN 94 COUNTRIES 


Do you have trouble in getting 
vital sales information? Do you find 
it difficult to maintain firm control 
over departmental records, as well 
as cash and charge sales? Find out 
how much you can save in time and 
money, with a National System 
specially adapted to the needs of 
your service station. The telephone 
number of your nearby National 
representative is listed in the yellow 
pages of your phone book. 


*TRADE MARK REG. U.S. PAT. OFF 
Wational 
CASH REGISTERS A ADOING MACHINES 
ACCOUNTING MACHINES 
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AHEAD OF THE NEWS 


Lower Bonding Rates— Through efforts of Indiana Inde- 
pendent Petroleum Assn., Indiana jobbers are getting 
greatly improved rates for their motor fuel tax bonds. The 
state requires bonds ranging from $2,000 to $25,000 per 
year from all licensed jobbers. In the past, the rate gen- 
erally has been $10 per $1,000 bond, with a few jobbers 
getting a $7.50 rate. The new rate negotiated by the Indiana 
jobber association with a bonding company amounts to $6 
per $1,000 up to $10,000; and $3 per $1,000 over $10,000. 
In the brief period since the new schedule was negotiated, 
35% of the association’s members have said they will 
sign up. 


Station Sights Raised— Union Oil of California is shoot- 
ing higher than the 199-station target it announced earlier 
for 1954 station construction. The company now says it 
will complete 293 new outlets this year, and remodel 42 
others. Union Oil products are also being introduced at 
95 Sunset Oil Co. stations in California and 26 Forde 
Johnson Oil Co. stations in southeast Idaho. This makes a 
total of 456 new or rebuilt outlets. Union notes that most 
of the stations are being built under long-term lease agree- 
ments financed by insurance companies, institutional in- 
vestors, and individual lessors. 


Shale by 1959—Colorado Gov. Dan Thornton thinks a 
commercial plant to extract oil from shale will be operat- 
ing in western Colorado within five years. After addressing 
a meeting of Union Oil of California executives last week, 
Thornton termed Union officials “enthusiastic” about 
Colorado shale development. He believes by-products, like 
chemicals, plastics and fertilizer, will be irnportant in shale 
development. 


Helping Hand to OliC—Oil Industry Information Com- 
mittee’s Southeastern District (the Carolinas, Georgia and 
Florida) may join 13 Midwest states in putting the “loaned 
executive” plan into practice next September. This is the 
Ohio-born plan for having junior or field executives do 
OLIC work while on loan from their oil companies for a 
month. They help complete OIIC organization at the county 
level, and assist county committee officers in getting OIITC 
projects under way. Stress in September will be on Oil 
Progress Week programs. The 13 states that definitely will 
use the plan are Ohio, Kentucky, Tennessee, Illinois, Indi- 
ana, Michigan, Wisconsin, Missouri, Iowa, Nebraska, 
Kansas, Oklahoma and Arkansas. 


More Tire Changers—Tide Water Associated (Eastern 
Division) has joined the ranks of oil companies sponsoring 
a mechanical tire changer as a means of getting dealers to 
become better equipped for tire service. The company has 
arranged with a manufacturer to offer dealers a free tire 
changer demonstration at their stations. 
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Lien Law Drive—Another legislative push will be made 
in the Midwest next year behind bills allowing rural oil 
marketers to get crop liens for oil products sold to farmers. 
Plans for legislative campaigns are already being discussed 
in Minnesota, North and South Dakota, Iowa, Missouri, 
and Nebraska. State jobber associations are more hopeful 
than ever of success next year. Reason: Some farm co-ops 
marketing oil products have indicated they will back the 
campaigns. And the co-ops have considerable influence 
with rural-minded Midwest legislatures. 


Car Exhaust Control—A new type of tail pipe, designed 
to reduce toxic fumes from auto exhaust, has been devel- 
oped by Mitchell-Bentley Corp., Detroit. The device con- 
sists of two short steel tubes—the smaller with a baffle that 
carries the exhaust gases, and the larger with a bell-flared 
section in which the gases are mixed and cooled before 
being expelled. Reporting on two-year tests, the company 
says the device cuts carbon monoxide and tetraethyl lead 
exhaust fumes by almost 50%. The unit is attached to the 
muffler and replaces the conventional tailpipe. Ionia Man- 
ufacturing Co., of Ionia, Mich., has been licensed to make 
the device. Car manufacturers are said to be interested. 


LP-Gas Plus Lubes—Wholesale oil marketers in the lower 
Rio Grande Valley of Texas are losing more than gasoline 
sales as farmers convert to liquefied petroleum gas. They 
are also losing lubricating oil and grease business. The 
marketers say that LP-gas distributors, in making deliveries, 
are finding it easy to carry along a few cases of lubes and 
greases. And the farmers are buying from the LP-gas men, 
rather than bothering with two sources of supply. 


Evaporation Loss Manual—The first section of Ameri- 
can Petroleum Institute’s manual on evaporation loss con- 
trol will be out in “nine months to a year.” That’s the word 
from J. H. McClintock (Esso, New York), chairman of 
API’s Evaporation Loss Committee. He says the manual 
will not be issued all at once, but will be a continuing 
work. “enlarged from time to time with supplements, and 
revised as new data becomes available.” The first section 
will be mainly an extension of the evaporation loss sym- 
posium held at API’s 1952 annual meeting (NPN Nov. 19, 
1952, p. 60). 


Gasoline Spread Shrinks—A threat is developing in 
the Los Angeles Basin to the traditional 2¢ per gal. dif- 
ferential between major and private brand gasoline. The 
2¢ figure is regarded as the key to peaceful coexistence. 
But now, private brand operators claim major stations are 
cutting prices for regular gasoline so extensively that they 
are destroying the traditional price gap. 


* 
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you can't 
make a velvet purse 


| 
from a sow’s ear! 


Almost 200 years ago, a wise Englishman 
named John Wolcot made this statement. 
Today it is as pertinent as ever, particu- 
larly when applied to motor oils and what 
additives can and cannot accomplish. 








If a motorist were to 
believe all he reads in 
today’s motor oil ads, 
he would be perfectly justified in concluding 
that just any crude oil could be made into 
a superior motor oil, simply by up-to-date 
refining and proper chemical additives. 


Nothing could be further from the truth. 


Any refiner must start with a really good 
crude oil if he expects to make a superior 
motor oil. It is impossible for anyone to 
“make a velvet purse from a sow’s ear.” 


Additives are important, of course. They 
do many important things to increase the 
lubricating efficiency of H. D. Motor Oils. 


But additives, in themselves, do not lubricate. 
They can be added to any oil. To very good 
oil. To very poor oil. 





THE QUALITY OF THE BASIC OIL DETERMINES 
THE KIND OF LUBRICATION A MOTOR GETS. 


That's why we are emphasizing this plain 
truth to millions of motorists in our 1954 
Association advertising: 


Today's BEST oils 
start with 
Nature’s BEST crude 


Just like the headline of this ad, here is a 
statement that all motorists will quickly 
understand ... And here, indeed, is the 
single BEST reason 
for you to stock and 
promote the sale of 
a brand of Penn- 
sylvania Motor Oil. 


100% PURE @ 
PENNSYLVANIA 
We, OIL I 


e == 





COPYRIGHT 1827 0.5 A OT PERMST| YANN GRABi CREBI OH ASSECU TOD 
‘RAGE MARE REGUS TERED 6. 5 PATER! OFFICE 


We are telling the plain truth about today’s motor oils to millions of motorists who read 
Saturday Evening Post, Collier’s, Time, Newsweek, Holiday, Country Gentleman, Progressive Farmer and Successful Farming. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION -: Oil City, Pennsylvania 
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AHEAD OF THE NEWS 


Communications Puzzle—In large oil companies, the 
job of making new ideas and information generally avail- 
able is getting harder. Example: One major has established 
a technical services committee to gather company operating 
information and disseminate it among company personnel. 
But the major has met resistance from employes who with- 
hold news (out of jealousy, or fear they will be deprived 
of credit). Failure to solve this problem of communications 
worries management because the company is growing, thus 
magnifying the problem. 





‘Gas’ Tax May Stick—California Gov. Goodwin Knight 
will ask the state legislature to keep California’s gasoline 
tax at its present 6¢ per gal. level. The law boosting the 
tax from 4.5¢ to 6¢ as of July 1 last year provides for an 
automatic drop to 5.5¢ after two years. This 0.5¢ drop will 
go into effect next year unless the lawmakers act when they 
convene in January. The position of the oil industry (which 
did not oppose the 1953 hike) may emerge from the July 21 
meeting of Western Oil and Gas Assn’s. public relations 
committee. 


Antifreeze Attack—Poo!l buying of antifreeze by gov- 
ernment agencies for resale to employes at cut prices is 
under increasing protest from station dealers in Washing- 
ton, D. C. Antifreeze manufacturers won’t be surprised if 
the practice is halted before winter. All it takes is an execu- 
tive order. 


Tankers vs. Pipe Line—There’s a reason for the oil 
tanker industry’s silence over American Pipe Line Co.’s 
proposal to build a 500,000 b/d products pipe line from 
Texas to the East Coast. It’s that the tanker people still 
aren't convinced the line will be built. They’re waiting for 
proof. If they get it, look for them to try to block the 
project, or try for a government tanker-subsidy program. 


NPN Staff 


Tidelands ‘Fact’ Campaign—Several hundred thousand 
copies of the “Offshore Development Handbook” will soon 
be distributed by Western Oil and Gas Assn. to oil com- 
pany employes, stockholders, dealers, and the public. Goal 
is to create a favorable opinion climate for oil development 
in California’s submerged lands. Using a question-and- 
answer technique, the handbook examines several dozen 
of the most controversial questions about offshore oil. It 
was written by Earl M. Welty, Union Oil of California’s 
manager of press relations, who is on loan to Western Oil 
and Gas Assn. 


Lube Tax Battle—Louisiana Oil Marketers Assn. will 
keep fighting to get the state of Louisiana to drop its 8¢ 
per gal. tax on lubricating oil. Although a bill to end the 
tax was killed in the state’s current legislative-session, the 
association will push for a similar bill in the next regular 
session. 


Argentine Oil Growth—M. W. Kellog & Co. will begin 
putting on stream in August a new 50,000 b/d refinery at 
the city of Eva Peron, Argentina. The plant is the second 
built by Kellog for YFP, the government oil monopoly. 
The first was a 30,000 b/d refinery. Plans for two more 
refineries, about as large as the one now being completed 
at Eva Peron, are reported on the drawing boards. Argen- 
tina’s aim: Self-sufficiency in refined products supply. 


Station Lease Fight—The case of Roger Stubbs, Seattle 
Shell dealer who is battling the company’s cancellation of 
his lease, will be taken before the National Congress of 
Petroleum Retailers at the group’s national convention in 
San Francisco Aug. 8-13. Shell’s action against Stubbs is 
not expected to reach the trial stage until mid-October. 
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Sell batteries that are protected 


against vibration damage! 
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The automotive battery takes a lot 
of vibration and jarring, causing 
the plates to damage the ordinary 
battery separator—resulting in 
shorts and battery failure. But 
this doesn’t happen when the 
separators are U.S. Peerless. These 
rugged separators stand up under 
vibration, give longer service than 
any other separator. They are 
known as battery savers. 
U. S. Peerless has other big ad- 
vantages: it cannot be harmed by 
battery acid, heat or plate pres- 


oe. 


sures—will not get mushy or soft 



















Wo Cee 


in service. High mechanical 
strength prevents cutting by 
warped plates or loose plate mate- 
rial. Peerless even outlasts the 
plates. It assures more economical 
operating costs. In cold weather, 
it gives 20% faster cranking speed, 
10% more power. Protect your 
battery business and the good will 
of your trade by making sure the 
batteries you stock and sell have 
Peerless Rubber Separators. 





UNITED STATES RUBBER COMPANY §° 2° 


Electrical Wire and Cable Department 








Rockefeller Center, New York 20, N. Y. 
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Need Capital? SBA May Help Provide It 


To Meet Your Needs... 
YOU'RE RIGHT WITH 


Oil jobbers needing some capital 
may find the recently-revised small 
business administration loan procedure 
worth taking a look into. 

This is particularly true now that 
the agency has authorized its 14 re- 
gional directors to approve loans up 
to $50,000 without having to clear 
the application through the Washing- 
ton office. 

Heretofore, the SBA loan procedure 
was so long and drawn out—it re- 
quired from three to five months to 
get a loan through—that a lot of 
businessmen didn’t bother with it. 

Under the new policy, however, the 
time lag is supposed to be reduced 
considerably. SBA officials say they 
hope to get it down to around six 
weeks. 

Observers here feel that the SBA 
loan program is finally getting off the 
ground. Set up a year ago, the agency 
didn’t make a single loan in the first 
several months of its existence. Then 
the administrator was fired and a new 
man, Wendell B. Barnes, was moved 
in with instructions to get things 
moving. 

One of the first developments of 
importance to most small businessmen, 
including jobbers, was a change in 
SBA policy which made marketers 
eligible for loans. Before that, the 
loans were restricted to expansion 
of manufacturing facilities. 

Even after this step, however, en- 
ough red tape remained to make the 
procedure unattractive to many. The 
principal hitch was that once a loan 
was Cleared through a businessman’s 
local bank and the local SBA office, 
it still had to be sent to Washington 
and wait its turn in line to get action. 

Not only did this mean a time lag, 
but the borrower was inclined to feel 
that a decision was being made on 
his loan by people who could not 
possibly know or understand his par- 
ticular situation. The newest devel- 
opment, however, in which the 
regional director can approve applica- 
tions, brings the entire operation 
closer to home. 

Since the turn of the year, SBA 
has approved 462 loans amounting to 
about $27 million. Of these loans, 
about 60% were made to manufac- 
turers, but there have been 63 loans 
to wholesale and retail establish- 
ments, and apparently that number 
will gain ground now with increasing 
speed. 

The latest change applies only to 
the participation loans—those where 
the local bank puts up a part of the 


money and the government the re- 
mainder. And the limit is $50,000 
unless the loan application is sent to 
Washington for approval. In that 
case, it can be up to $150,000. 

The other type loan—in which the 
government loans the entire amount— 
still has to get final clearance in 
Washington. 

To get one of the participation 
loans which can be approved by a 
regional SBA director, the jobber 
should go to his banker or nearest 
SBA representative. 

Some jobbers who have looked at 
the SBA loan program haven't been 
too enthusiastic about it, particularly 
the interest rate required—not less 
than 5%. 

There is no doubt, however, that 
Congress is interested in seeing the 
SBA program accomplish something. 
Therefore, if a jobber checks into 
the matter and finds something about 
it he doesn’t like, it might be well 
to let his congressman know his ob- 
jection. If there are enough such 
objections, there’s apt to be some 
action. 

Barnes, the SBA chief, wants to 
make the program as effective and as 
practical as possible. He, too, will 
lend an ear to anyone with a sug- 
gestion for improving the set-up. 

If you don’t know where the near- 
est SBA office is, your banker will 
know. If not, any Department of 
Commerce field office can direct you. 
And most chambers of commerce have 
such information available. 


Carretta and the Detroit Case 

Jobber groups, including the Na- 
tional Oil Jobbers Council, which feel 
that the Federal Trade Commission’s 
1953 order in the “Detroit Case” was 
a blow to jobber operations in gen- 
eral, may regret president Eisen- 
hower’s action in replacing commis- 
sioner Albert A. Carretta. 

Carretta had joined commissioner 
Lowell B. Mason in a strong dissent 
when FTC issued the 1953 order 
which, among other things, requires 
the jobber to pay the tank wagon 
price on that portion of gasoline 
which he retails. 

Observers at FTC are inclined to 
predict that Carretta is looking with 
favor on the recent petitions request- 
ing FTC to reconsider that contro- 
versial 1953 order. 

It may be that the commission will 
take action on the petitions before 
Carretta’s term expires Sept. 25. 

—By NPN Washington Staff 
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EVER-TITE serviceability 
prevents leaks and spills; re- 
duces loading and delivery 
time 

EVER-TITE “the world’s best 
quick coupling’’ makes your 
hose connections fast and sure 
EVER-TITE dependability 
means longer-lasting, trouble- 
free service. EVER-TITES never 
fail or jam 

EVER-VIVTE durability stands 
up under the toughest wear 
EVER-YTITE quality is main- 
tained by rigid control of 
construction specifications and 
alehicialel es 


AVAILABLE IN SIZES FOR 
EVERY NEED AT LEADING 
DISTRIBUTORS EVERYWHERE 
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Refinery /Terminal 
July 
9 
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Gasoline 11.43 11.74 12.46 
Kerosine 10.26 10.35 10.43 
Distillate 8.61 8.95 9.04 
Residual Dre: 2a. 328 
4 principal 

products 8.63 8.87 9.26 
Lube oil 16.67 16.67 17.59 — 
Crude at oe 

well ($ | 

per bbl.) 2.81 2.81 2.83 on 
* Weighted average price, prin- is ( 
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Oi) weeKLy PETROLEUM STATISTICS (APD Week Ended Week Ended Week Ended 


July 2, 1954 June 4, 1954 July 3, 1953 
Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) . 164,546 173,704 143,077 
Distillate fuel oil (thous. bbl.) 86,765 74,757 85,829 
Kerosine (thous. bbl.) gt ACE TO ee sg 27,942 24,559 27,387 
Residual fuel oil (thous. bbl.) 50,645 46,502 44,738 
*Crude oil—B. of M. (thous. bbl.) : .. Bass 278,549 282,022 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) 7,005 7,144 7,053 
Foreign crude included (thous. bbl. daily) 621 726 691 
% of refinery capacity operated ; =P 85.0 88.2 91.5 
Refinery Output 
Gasoline (thous. bbl.) . pte ee 23,888 24,160 23,570 
Kerosine (thous. bbl.) . aes yy pj 1,933 2,215 
Distillate fuel oil (thous. bbl.) 10,137 9,825 10,351 
Residual fuel oil (thous. bbl.) 8,166 8,128 8,860 
Crude Supply 
U.S. crude oil production (thous. bbl. daily) 6,343 6,367 6,363 
Crude oil imports (thous. bbl. daily) Ae 679 730 465 
*Day later 
ox) MONTHLY MARKET TRENDS Latest Month Previous Month Year Ago 
Petroleum products in secondary storage (thous. bbl.) 42,055 (Apr.) 42,104 43,182 
Exports of crude and refined products (thous. bbl.) 11,509 (Apr.) 9,677 15,159 
Average station gasoline price, ex tax (¢ per gal.) 21.81 (June) 21.37 20.64 
**Gasoline consumption (million gal.) 4,199 (Apr.) 4,056 4,128 
Service station building permits (number) 524 (Apr.) 532 457 
Passenger cars—domestic shipments (thous.) 479 (May) 515 532 
Trucks and buses—domestic shipments (thous.) 74 (May) 80 115 
Automotive replacement tire shipments (thous.) 5,115 (May) 4,935 5,604 
Replacement battery shipments (thous.) 1,150 (Apr.) 1,194 1,245 
Oil burner shipments (thous.) 47 (Mar.) 43 67 


**Excludes Oklahoma 
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SUPPLY AND DEMAND 


Days’ Supply Picture — Compared 


to a year ago, the days’ supply of 
primary stocks of finished and un- 
finished gasoline on June 30, 1954, 
was 45 days as against 40. May 31 
this year was calculated at 47 days. 
Kerosine was figured at 134 days 
on June 30, compared to 137 a year 
ago; distillate fuel oil 83 vs. 85; 
residual fuel oil 37 vs. 31. The 
compilations were made on an ex- 
jet fuel basis. 


Runs Rise, Stocks Dip—As crude 


tuns to stills at U.S. refineries 
climbed above the seven million 
b/d mark, primary inventories of 
finished and unfinished gasoline 
dropped 3,601,000 bbl. In the week 
ended July 2 crude runs increased 
66,000 b/d over the previous week. 
Output of gasoline showed a gain 
of 26,000 bbl. to 23,888,000 bbl., 
along with all other major products. 
Kerosine production increased 182,- 
000 to 2,277,000 bbl.; distillate 
fuel oil 437,000 bbl. to 10,137,000 
bbl.; and residual fuel oil 292,000 
bbl. to 8,166,000 bbl. Kerosine and 
distillate stocks built up substan- 
tially, and residual fuel oils showed 
a gain. 


Lube Oil Demand Drops—The de- 


mand for lubricating oil in 1953 
was Only 78.3% of domestic capac- 
ity. By comparison, the demand in 
1951 was 92.4%. A report by the 
National Petroleum Assn. noted 
that the drop in export demands 
was the principal cause of failure 
of total demand to keep pace with 
capacity expansion. In 1951, 17,- 
429,000 bbl. were exported. Bu- 
reau of Mines figures show this 
total had fallen to 13,015,000 bbl. 
last year. Meanwhile, domestic de- 
mand dropped from 42,292,000 
bbl. to 40,481,00 bbl. 


Utility Oil Use Down — Electric 


utility power company use of fuel 
oil declined during the 12-month 
period extending through May. At 
the same time, the Federal Power 
Commission reports, coal and natu- 
ral gas gained. The 12-month con- 
sumption of all fuels was 116,555,- 
455 tons of coal, 75,924,803 bbl. 
of fuel oil and 1,088,589,223,000 
cu. ft. of natural gas. This was an 
increase of 5.8% for coal and 
14.1% for gas, but a decrease of 
3.9% for oil. 


DOUBLE FEATURE 





SUPERIOR LUBRICATION 


CLEANS 
WHILE IT LUBRICATES 


Plus Extras 





THE DOUBLE FEATURE VALUE OF 
CANFIELD PREMIUM HDM MOTOR OIL 
MEANS GREATER SALES AND PROFITS 
TO OIL MARKETERS EVERYWHERE! 


FEATURE NO. 1— Superior Lubrication 


Canfield Premium HDM Motor Oil, solvent refined to 95/100 VI 
from “hand picked” paraffine base crude is a tougher, cleaner 
motor oil which lubricates longer in heavy duty service MM, MS, DG. 


FEATURE NO. 2— Cleans While it lubricates 


C 


The addition of modern detergents, anti-acid and anti-oxidation 
inhibitors keeps motors clean . . . prevents corrosive acid action and 
excessive oxidation. 


This double feature means increased customer satisfaction . . . in- 
creased motor oil sales . . . increased profits to oil marketers 
everywhere. 


ANFIELD EXTRA— Uniform High Quality 


The refining of Canfield Premium HDM is carefully controlled from 
“hand-picked” crude to finished product, assuring you of the same 
high quality year in and yéar out. 


Canfield Premium HDM is available under your brand or ours in 
tank cars, transports, drums and refinery sealed cans. 


It will pay you well to get the complete quality and profit story. 
Write, wire or phone NOW. 


CANFIELD OIL COMPANY 


General Offices: Cleveland 27, Ohio 





PLANTS Gel cele) ole) s; Pa., Cleveland, Ohio, Jersey C ty, N. J., Memphis, Tenn 
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"BUTLER 


route-matched our 





FASTER 
SERVICE 


that increased our business” 


Mr. R. V. Wampler, president 
Wampler Service Corporation 
La Porte, indiana. 


delivery team for... 














“Our new Butler transport and truck tank are an ideal 
team for serving both farm and commercial customers. 
The combination of a big-payload transport and a handy 
delivery unit helps us give fast service at low cost. This 
has helped us to substantially increase our business. 

“The transport will soon pay for itself! Butler designed 
it to haul maximum payloads within scale requirements. 
Speedy unloading helps us to make as many as four 102- 
mile round trips to Chicago daily. 

“The truck tank has 1,200-gallon capacity that greatly 
reduces backtracking to reload. This route-matched size 
and fast emptying enable us to make more deliveries a 
day—a big help during rush seasons.” 

Find out what route-matched by Butler can mean to 


you in greater profits. Write today! Address the office 
nearest you. 


BUTLER MANUFACTURING COMPANY 


Big commercial deliveries are made on 
a few hours’ notice with our route-matched 
delivery team. 








KS 7454 East 13th St., Kansas City 26, Missouri 
954 Sixth Ave. S. E., Minneapolis 14, Mi i 
Tee, P Row o3 paren Ensley, Birmingham 8, Alab 


Dept. 54, Richmond, California 


Manufacturers of Oil Equipment ¢ Steel Buildings * Farm Equipment * Cleaners Equipment ® Special Products 
Factories located at Kansas City, Mo. * Galesburg, Ill. + Richmond, Cal. + Birmingham, Ala. * Mi 





polis, Minn. 
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THE INDUSTRY 


National Petroleum News 


July 14, 1954 


How FTC Code Would Affect Jobbers 


Jobbers are looking for an answer to this question: Would a na- 
tional code of fair trade practice rules solve jobber complaints that 
some suppliers are undercutting them on commercial accounts? 

The National Oil Jobbers Council thinks it might. It means to find 


out by inviting a representative 
of the Federal Trade Commis- 
sion to its November meeting 
in Chicago to discuss FTC’s fair 
trade practice procedures, some- 
thing most oilmen don’t know 
much about. 

Only the oil heating industry 
of New England has had any 
experience with an FTC code. 

What is this all about, anyway? 

Purpose of the code is to specify 
general standards which industry 
members are asked to respect and to 
explain which trade practices are 
legal and which are not. Trade prac- 
tice rules are formulated by the FTC 
after conferences with the industry. 

Object of these conferences is to 
take the general trade laws, which 
are sometimes vague, and try to ap- 
ply them to a given industry in specific, 
understandable terms. 


DRAFTING THE RULES 
Here’s the way it works. 
Ordinarily, trade practice confer- 

ences are called by FTC only after 
they have been requested by an in- 
dustry through its trade association or 
through individual requests. However, 
FTC can—and occasionally does— 
call a conference without having been 
asked by the industry. 

Rules proposed—aAt the conference, 
industry and FTC representatives talk 
informally about the particular prob- 
lems and practices of the industry in 
light of existing laws governing trade 
practices. This talk may center around 
advertising methods, or it may be 
about such things as jobber-dealer 
contracts. 

At the conference suggestions are 
made, either by industry representa- 
tives or by FTC staff members—or 
both—regarding trade practice rules 
that might be drawn to meet the par- 
ticular problems presented. 

There are two classes of rules: 

One class is drawn by FTC for 
the industry. 

The other is drawn by the industry 
itself. FTC “approves” the latter, but 


does not “adopt” them as its own. 

After the conference, FTC proceeds 
to map out its tentative set of rules. 
These proposals are then circulated to 
members of the industry, and a public 
hearing is set. If objections are raised, 
the rules may be modified or some 
proposed rules may be dropped en- 
tirely. 

Finally, FTC issues a set of trade 
practice rules. 


THE PROS AND CONS 


It should be emphasized that these 
rules are not laws in any sense of 
the word. That is, no firm or individ- 
ual is ever charged with violating 
trade practice rules. In order for FTC 
to crack down on anyone there must 
be a charge of violating one of the 
basic regulations of the Federal Trade 
Commission Act, the Robinson-Pat- 
man Act or the Sherman Act. 

What good, then, do trade practice 
rules accomplish? 

Avoid violations—This is a debat- 
able matter. Some feel their value lies 
in focusing an industry’s attention on 
possible illegal practices, thus helping 
businessmen to avoid violations. Many 
violations, they believe, are the result 
of not knowing or understanding the 
terms of the law. 

Some feel, too, there is a psycho- 
logical value in getting members of 
the industry together and reaching an 
agreement on which practices are fair 
and which are inclined to be “shady” 
or downright unlawful. 

On the other hand, critics of the 
trade practices conference procedure 
are doubtful they have any value at 
all, and may do more harm than 
good. 

They point out that there are no 
“teeth” in the regulations, since the 
rules are no more binding than a 
“gentlemen’s agreement.” 

Challenge value—They contend that 
the trade practice rules are frequently 
about as general and as vague as the 
antitrust laws themselves. That is, 


July 14, 1954 * NATIONAL PETROLEUM NEWS 


some trade practice conferences wind 
up in an agreement that everyone is 
opposed to sin. 

Some critics have even gone so far 
as to point out the possibility that 
trade practice conferences may do 
nothing more than call FTC’s atten- 
tion to a particular industry or firm 
involved, thus “inviting” an FTC 
crackdown on that industry. It is 
possible, they contend, that a person 
unintentionally violating a trade act 
could, by discussing this practice at 
a trade practice conference, “tip off” 
FTC and bring an FTC charge down 
upon himself. 

On the other hand, there have been 
charges that sometimes a company 
will seek to institute a trade practice 
conference to avoid an FTC charge, 
or to get a charge dropped. Thus, if 
a company were charged with using 
misleading advertising, it might ask 
for a trade practice conference to 
draw rules covering advertising meth- 
ods to be observed by the entire in- 
dustry. With its promise to abide by 
these rules, the company might then 
seek to persuade FTC to drop its 
charges. 

FTC itself has indicated in a state- 
ment of policy that it considers trade 
practice conferences a means of avoid- 
ing the need for taking action against 
persons who, through misunderstand- 
ing or carelessness, may violate the 
law unintentionally. But, FTC said, 
it is not the policy of the commission 
to grant the privilege of settling cases 
through trade practice conferences or 
stipulation agreements to persons who 
have violated the law, if such viola- 
tions involve intent to defraud or mis- 
lead, or which involve conspiracy or 
monopolistic practices. 


ONE INDUSTRY EXPERIENCE 


Few segments of the oil industry 
have sought trade practice conferences 
to establish trade practice rules. One 
which did, however, was the oil heat- 
ing industry of the New England 
states. Rules for this group were put 
into effect in June, 1949. 

Voluntary aspect—This conference 
resulted in 12 Group I rules—those 
drawn up by FTC outlining unfair 
and unlawful trade practices. There 
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THE INDUSTRY 


were also two Group II rules drawn 
up by the companies themselves. 
These were meant to be conducive 
to sound business methods and called 
for voluntary observance. 

The Group I rules covered such 
matters as use of “loss leaders” and 
use of discriminatory practices, such 
as discriminatory prices, rebates, re- 
funds, discounts, credits, etc. Other 
rules in this group prohibited broker- 
age and commissions, advertising and 
promotional allowances unless avail- 
able to everyone equally, and pro- 
hibited false, misleading or deceptive 
guarantees and selling below cost 
“when pursued with wrongful intent 
of thereby injuring a competitor and 
where the effect of such practice is 
to unreasonably restrain trade, tend to 
create a monopoly, or substantially 
lessen competition... ” 

Backed by law—It should be borne 
in mind that all Group I rules are 
based on law. Actually, then, they 
simply serve to spotlight these mat- 
ters since such practices already are 
expressly prohibited by law. 

The two Group II rules were: 

1. “It is the judgment of the in- 
dustry that each member should in- 
dependently keep proper and accurate 
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Biggest Esso Campaign Pushes Premium 
@ With the theme “Ist . . and 
accelerating its largest summer advertising campaign in its history. The 
advertising strategy is “to capitalize on our position of leadership in premium 
sales.” According to S. C. Hope, president, Esso’s premium gasoline, Total 
Power Esso Extra, is outselling every other premium product in their 18- 
state marketing area. R. M. Gray, advertising-sales promotion manager, 
points out the company is supporting dealers with a point-of-sale program 
that is the “most extensive” in years. Identification pole signs, pump island 
banners, plastic pump panels, window displays, driveway panels, all, tie in 
. and by far” theme. All major media—radio and TV 
commercials, outdoor boards, newspapers—are carrying the message. Heavy 
emphasis is being placed on newspaper advertising 


by 


records for determining his costs. 

2. “It is the judgment of the in- 
dustry that fair dealing and ethical 
business conduct call for a strict ad- 
herence by industry members to the 
principles of Group I rules in the 
entire conduct of their affairs, and the 
industry recommends that each mem- 
ber pledge his voluntary acceptance 
of these rules.” 

The rules for the New England 
heating industry illustrate two points 
mentioned earlier: 

1. Group I rules do not prohibit 
any practice that is not already pro- 
hibited under existing law; nor do 
they permit any practice that is not 
already permitted. 

2. Group II rules actually are sug- 
gestions rather than rules and are 
not legally binding upon the industry 
or upon FTC. 

Terms  clarified—Proponents of 
trade practice conferences say that 
one advantage, in addition to spot- 
lighting illegal practices, is that such 
conferences can help clear up con- 
fusion over terms and definitions. For 
example, they say, should there be 
some confusion in the industry, and 
by the public, over what is “premium 
grade” and what is “regular” gasoline, 
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far!,” Esso Standard Oil Co. is 








a trade practice conference might 
bring about an agreement as to a 
definition of these terms. If so, then 
the industry—and the public—would 
have a clearer understanding of those 
classifications. 

For the most part, proponents of 
trade practice conferences feel that 
such conferences are particularly de- 
sirable in new industries where terms 
and definitions are not well estab- 
lished. They point out the confusion 
by the public—and in the industry 
itself—over the use of “high fidelity” 
by the radio and record industry. If, 
they say, a trade practice conference 
could establish a definite standard for 
the use of the “high fidelity” label, 
both the public and the industries 
would benefit. 


FTC VIEWPOINTS 


Commissioner Albert A. Carretta, 
in a speech recently, pointed out what 
he obviously considers as the chief 
benefit of a trade practice conference: 

“The Federal Trade Commission 
can help businessmen by advising 
them of those acts and practices and 
of those methods of competition which 
are unlawful. After all, the Federal 
Trade Commission is supposed to be 
a body of experts. 

“The businessman is free to follow 
or not to follow the advice of the 
commission. If he does follow it, he 
may not later be plagued with FTC 
trouble. If he does not follow the 
advice, in all probability he will later 
appear before the FTC as a respond- 
ent.” 

He also pointed out that if a fair 
trade practice conference is held for 
a particular industry, a businessman 
in that industry does not escape being 
bound by the rules simply because 
he does not participate. Therefore, 
Carretta said, it is only good sense 
for a businessman to attend the con- 
ference if one is called for his indus- 
try. In that way, he will at least have 
an Opportunity to present his views. 

Helping businessmen—Carretta said 
it was his “sincere belief” that once 
businessmen are informed as to what 
the commission interprets the law to 
mean, such businessmen will, for the 
most part, abide by those interpreta- 
tions. 

For that reason, it was clear that 
Carretta feels fair trade practices are 
worthwhile because they seek to help 
the businessman understand the com- 
plex trade laws under which he must 
operate. 

Chairman Edward Howrey has like- 
wise stressed his belief that FTC 
should seek voluntary compliance 
when at all possible, leaving prosecu- 
tion as a last resort. 
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The big, important tax revi- 
sion bill has now cleared both 
the House and the Senate. It 
faces one final hurdle: a con- 
ference between the two houses 
to iron out the differences in 
their versions. 

The House and Senate ver- 
sions do not vary greatly, but 
there are some points of dis- 
agreement. The principal one is 
the taxation of dividends. 


The House bill would exclude from 
income, for tax purposes, the first $50 
of dividends received after July 31, 
1954, and the first $100 after July 31 
of next year. In addition, the House 
would allow direct deduction of 5% 
of dividend income after July 31 of 
this year and 10% after July 31, 1955. 
(The House bill as originally passed 
was described fully in NPN March 


31, p.15.) 
The Senate Finance Committee 
went along with this. But on the 


Senate floor there was a wrangle, 
ending with the elimination of all 
deductions except the first $50. 

This brought a roar of rage from 
Chairman Dan Reed (R. N.Y.) of the 
powerful House Ways and Means 
Committee. Said Reed: “Unless the 
House version is accepted, there will 
be no tax bill at all this year.” 

Observers thought Reed might not 
go quite that far, but did feel the 
stubborn congressman would put up 
a stiff fight and would at least get 
some of the Senate’s deletions re- 
stored. 

Stock Market Reaction—The im- 
portance of this to industry was re- 
flected in a dip in the stock market 
the day the Senate took its action. 
The reason was simple: People will 
be more inclined to invest in stocks 
if they can deduct part of the earnings 
from their income tax. 

The Senate also was skeptical of 
the House proposal to allow a 14% 
deduction on income earned abroad 
from retailing or manufacturing. Cur- 
rently, this applies only to Western 
Hemisphere operations. 

The Senate Finance Committee 
balked and proposed to send the 
proposal to the House-Senate confer- 
ence to be discussed further. The 
Senate agreed with its committee that 
this be done. 

Other tax changes upon which the 
two houses are in virtual agreement, 
and therefore ones that stand a good 
chance of passage, include: 

Depletion—No change from the 
present 27.5% allowance. An attack 








How Oil Tax Load May Change 


on this provision was beaten de- 
cisively on the Senate floor, although 
some observers felt there would be 
a more vigorous attack on depletion 
in the next Congress. 

Intangible Drilling Costs—The pres- 
ent administrative practices of Inter- 
nal Revenue Service are written spe- 
cifically into law to permit expensing 
of such costs. 

Depreciation—Permits the use of 
the declining-balance method, or its 
equivalent, in depreciating new plants 
or equipment. This would permit 
writing off about two-thirds of the 
cost in the first half of the equip- 
ment’s life. 

Research and Experimental Ex- 
penses—Permits the option of de- 
ducting these costs as an expense or 
amortizing them over five years. 

Accumulating Surpluses—Requires 
the government, rather than the tax- 
payer, to prove that accumulated 
surpluses are “excessive,” and there- 
fore taxable. The House would exempt 
publicly-held corporations, but the 
Senate Finance Committee recom- 
mended against this. 

Loss Carryback—House and Senate 
both provide for loss carrybacks of 
two years, instead of the present one 
year, and carry-forward of five years. 
This enables a company to even out 
its gains and losses to reduce the im- 
pact. 

Corporation Tax Rate—Each house 
has approved restoration of the 52% 
rate to eliminate the drop to 47% 
that went into effect April 1. 

Any of the above proposals are 
subject to change until Congress 
finally wraps up the tax revision bill. 

Other than the dividend issue, how- 
ever, the bill apparently faces fairly 
smooth sailing and may be on the 
President’s desk for his signature in 
10 days or two weeks. 


Oakland Self-Serve Ban 
May Be Lifted by Council 


City Council may lift the Oakland, 
Calif., ban on self-service gasoline 
stations. 

The council has voted tentative 
approval of an ordinance that would 
eliminate the ban. Final reading of 
the ordinance is set for July 15. If 
the vote then is favorable, the measure 
will go into effect immediately. 

The council’s action was an about- 
face, following close behind a strength- 
ening of the existing ordinance against 
self-serves. The move stems from 





July 14, 1954 + NATIONAL PETROLEUM NEWS 





petitions submitted by 13,000 Oakland 
citizens in support of the stand taken 
by Walter Simas, owner of four Oak- 
land self-serves, against the ordinance 
making it illegal for a station operator 
to permit anyone but authorized per- 
sonnel to dispense gasoline. 

Whether the ordinance is approved 
or rejected, a provision has been made 
for submitting the self-serve question 
to a referendum vote next spring. 


Sohio Blames Oversupply 
For Cut in Crude Buying 


Sohio Petroleum Co. has slashed 
by 30% its purchases of Illinois, In- 
diana and Kentucky crude oils at 
leases served by Sohio Pipe Line Co. 
Sohio Petroleum, which purchases 
crude for its parent, Standard Oil Co. 
(Ohio), said the cuts are effective this 
month. 

Vice President J. F. Wilson ex- 
plained that crude storage facilities 
available to Sohio have been filling 
steadily over many months and now 





Sohio’s cut in crude buying 
is only one symptom of an oil 
oversupply problem that is 
tumbling product prices. For 
details of gasoline price declines, 
see Oil Markets, p. 56. 











are reaching the physical limits of 
capacity. He added that “No other 
course of action remains to Sohio 
despite maximum efforts to reduce 
purchases in other areas. 

“In common with the industry, 
Sohio has substantially reduced re- 
finery runs as compared to last year. 
The leveling of U.S. demand; carry- 
over from the winter season of un- 
usually large products stocks, 
especially gasoline; loss of some 
Canadian markets, and the lack of 
effective regulation of crude oil pro- 
duction in certain areas, including 
Tri-State, have resulted in excessive 
crude supplies. 

“Over the past year, development 
in the Tri-State fields has been most 
active, with the result that daily pro- 
duction in this area has reached the 
highest level in many years. 

During this period, Sohio has been 
increasing steadily its already large 
purchases of these crudes in order to 
help provide a market to producers 
for this expanded production, with 
the hope that a balancing of supply 
and demand for crude oil would be 
achieved soon. 

“The required adjustments have not 
materialized and Sohio thus has been 
forced to take the only practicable 
step open to it.” 
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Dealer Bids for Trade with ‘Wholesale Price’ Club 





@ A gas-at-cost club is a merchandising device being 
used by Nat Ferraro, Texaco dealer, to build up volume 
and attract new customers to his station in Hicksville, 
Long Island—30 miles from downtown Manhattan. Out 
there, the struggle for the gasoline dollar is grim. The cus- 
tomer pays $1 a month to belong to the club, and is then 
entitled to buy regular and premium grade gasoline at 
prices which Ferraro describes in a promotional letter as 
“cost.” Ferraro reported more than 500 members in the 


club this month. “This plan is strictly a merchandising 
enterprise, not a price-cutting affair,” said Ferraro. Other 
specials offered to club members included $1.50 jube jobs 
for 49¢; spark plugs for 59¢; $1.50 repacking of iront 
wheel bearing for 49¢; free pickup and delivery and free 
road service within a 5-mile radius. Occasion for launch- 
ing the club was Ferraro’s second anniversary as dealer 
at the station. His son Nick, 15, is shown explaining the 
club features to customer Mike Litvak. 








INDUSTRY BRIEFS 


Du Pont will build a terminal for 
handling tetraethyl lead anti-knock 
compounds near Ferndale, Wash. The 
“transfer point” will be in operation in 
October. It will serve the new General 
Petroleum refinery and the expanding 
oil industry in the area. 


Federal Power Commission says 
coal interests have a right to be heard 
even in cases involving only fuel oil 
and natural gas, if it can be shown 
that coal use might be affected even- 
tually. An FPC examiner previously 
had ruled that coal representatives 
could not cross-examine a witness in 
a natural gas case. 


More than 24 million shares of 
capital stock of Royal Dutch Petro- 
leum Co. have been authorized for 
listing on the New York Stock Ex- 
change. The company’s move is in 
recognition of the many shares now 
held by American residents. Specula- 
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tion in financial circles is that the com- 
pany wants to make its stock more 
attractive in the U.S. Royal Dutch 
shares have not been listed since the 
early 1930's. 


Eastern States Petroleum Co. will 
build a 3,000 b/d Unifining unit at its 
Houston refinery under license from 
Union Oil Co. of California and Uni- 
versal Oil Products Co. Completion is 
expected by September. The unit is 
designed to desulfurize and upgrade 
cracked gas oil. 


Informed sources say a group of 
small refineries in the Southwest, with 
a combined crude capacity of about 
20,000 b/d, has been offered for sale 
to a company in the area. If the re- 
ported offer is turned down, it is ex- 
pected the plants will be offered to 
other possible prospects. 


Oil Information Committee, operat- 
ing in the five far western states, is 
pleased with its recent “Press Month” 
campaign. Three hundred local OIC 


chairmen gave copies of the American 
Petroleum Institute’s “Facts About 
Oil” booklet to community newspaper 
editors and radio station managers. 


Standard Oil Co. (Indiana) will 
build and operate a pilot plant at Sey- 
mour, Ind., for work on new types of 
solid rocket propellants. U.S. Air 
Force will pay for the plant, which is 
scheduled to begin operation this fall. 
It will house seven research scientists 
and 12 non-technical Standard em- 
ployes. A large part of the make-up of 
propellants under study comes from 
petroleum. 


Fluor Corp. of Canada, Ltd., has 
the contract for a catalytic reformer 
at British American Oil Co.’s 7,200 
b/d refinery at Calgary, Alta., Canada. 
The unit will be able to process about 
2,000 b/d of straight run gasoline or 
a mixture of straight run and ther- 
mally cracked gasoline to produce 
high octane motor fuel components. 
Completion is set for February, 1955, 
at a cost of $725,000. 
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Coming: More Volatile Gasoline 


Higher volatility gasoline is a 
future certainty, some top re- 
search engineers believe. 

At the recent meeting of the 
Society of Automotive Engineers, 
three Standard Oil Development 
engineers said improved engine 
performance and certain eco- 
nomic factors favorable to the 
refiner favor this trend. The 
engineers formulating the view- 
point are R. E. Barnum, P. J. 
Clarke and J. P. Hamer. 

But, higher volatility will come only 
with the solution of two problems— 
vapor lock and carburetor icing. Solu- 
tion of these problems at the current 
level of fuel volatility has already 
been accomplished. And both auto- 
motive and oil industry engineers are 
confident the problems can be solved 
as volatility continues to go up, said 
the engineers. 

A strong economic incentive exists 
to encourage more volatile gasoline. 

It is estimated there is an excess of 
250-300,000 b/d of the most common 
light hydrocarbon fraction—butanes. 
For the most part, this is used as re- 
finery fuel gas. 

Going to higher volatile fuels will 
mean greater use of these light frac- 
tions. Each barrel of butane diverted 
from refinery fuel gas to motor fuel 
represents a substantial saving to the 
refiner, the engineers explained. 

Standard Oil Development's engi- 
neers point out that, while realizing 
these savings, the refiner alse will give 
the customer a fuel delivering im- 
proved car performance and efficiency, 
faster starts, quicker warm-ups and 
less harmful engine deposits. 

Vapor Lock Problem—On the basis 
of tests, Standard reports some moder- 
ate increases in volatility are possible 
in most present day gasolines, without 
incurring vapor lock in cars now on 
the road. 

An estimated 10% of the cars now 
on the road may encounter vapor lock 
problems if volatility of present fuels 
is raised about 1 Ib. Reid Vapor 
Pressure. 

Ability of current cars to handle as 
high a volatile fuel as is now marketed 
is due to new carburetor designs, plac- 
ing of fuel pumps away from engine 
hot spots and rerouting of fuel lines. 

It is felt further improvement along 
these lines can be made by car manu- 
facturers, thus opening the door to 
more volatile fuels. 

Automobile manufacturers agree 
that a solution is possible, but declare 
it is more a question of which industry 


can solve the problem at the lowest 
cost. For example, an electric fuel 
pump might prove a partial solution. 

However, that is a relatively costly 
solution, and there also have been 
some complaints that electric fuel 
pumps are noisy. 

Increased fuel volatility also has a 
tendency to cause stalling due to car- 
buretor icing. This situation can be 
minimized by fuels of extremely low 
volatility. However, such fuels intro- 
duce new performance problems. 

Control over Stalling—W. P. Dugan 
of Sun Oil and H. A. Toulmin, Ethyl 
Corp. pointed out at the SAE meeting 
that though fuel volatility can control 
stalling due to carburetor icing to 
some extent, complete control by fuel 
volatility is not feasible because of 


other performance considerations. 

A second approach to refiners is via 
additives. These have been proven 
effective in preventing stalling due to 
icing. But even additives offer only a 
partial solution to the problem. 

Dugan and Toulmin say the equip- 
ment manufacturer can help minimize 
the problem. This is indicated by the 
fact that field tests revealed that stall- 
ing tendencies can differ greatly be- 
tween various engine designs. This 
points a finger at engine design as 
another avenue of solution to carbu- 
retor icing. 

Car manufacturers are inclined to 
view the over-all picture this way: 

If all refiners follow the higher vola- 
tile fuels path, solutions to both vapor 
lock and carburetor icing are reason- 
ably certain to come. But if the in- 
dustry continues to be split in its view- 
point then the solution will be harder 
to achieve. 


Octane Ratings Hit Record High 


With an average Research method 
rating of 91.9 for premium grade and 
84.7 for regular grade, peak gasoline 
octane ratings were recorded through- 
out the country during the winter of 
1953-54. The semi-annual survey re- 
port by the Bureau of Mines, in co- 
operation with the API, showed these 
ratings compared with 90.9 and 84 
during the previous winter. 

Motor method average ratings were 
83.6 for premium and 80 for regular. 
These compared with 82.7 and 79.1 
for the winter of 1952-53. 


District 


The highest ratings, Research meth- 
od, were found in the Northeast area, 
93.7 for premium and 87.8 for regular. 
Lowest premium ratings were in the 
Central Plains area, 90. The regular 
grade low was 81.6 in the South Moun- 
tain states. 

The survey, according to the bureau, 
was “the most comprehensive of its 
kind ever made by the bureau.” A 
total of 4,680 samples were collected 
from service stations, representing 
products of 130 large and small com- 
panies. 


Research Method Motor Method 
Premium Regular Premium Regular 
Grade Grade Grade Grade 


Northeast area: Maine, N.H., Vt. and northern N.Y. 93.7 87.8 84.2 81.9 
Mid-Atlantic coast region: R.I., Conn., N.J., Del., Md., 

Va., central and southern N.Y., and eastern Pa. 93.5 87.6 84.0 
Southeast area: N.C., S.C., Ga., Fla., Ala., and eastern 


Tenn. 


86.4 84.0 


Appalachian area: Ohio, W.Va., western N.Y., western 


Pa., eastern Ky., and a small portion of Md. 


Michigan 


84.1 
84.1 


86.7 


North Illinois area: northern Indiana, northern Illinois, 


eastern Iowa, and Wisconsin 


83.7 


Central Mississippi area: western Ky., southern Ind., 


southern IIl., and eastern Mo. 


Lower Mississippi area: Miss., La., eastern and south- 


ern Ark., and western Tenn. 


North Plains area: Minn., N. Dak., and S. Dak. 


Central Plains area: Nebr., central and western lowa, 


northwestern Mo., and northern Kans. 


South Plains area: southern Kans., southwestern Mo., 


western Ark., Okla., and northern Tex. 
Texas 


South Mountain States: Southwestern Kans., panhan- 
dies of Okla. and Tex., western Tex., N. Mex., Colo., 


Utah, Ariz., Nev., and eastern Calif. 


North Mountain States: Wyo., Mont., Idaho, eastern 


Washington, and eastern Oreg. 


Pacific Northwest: western Wash., and western Oreg. 


Northern California 
Southern California 


National Average 
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Oil Heat Men Arm for Gas Fight 


Even as natural gas men prepare to break ground for the new 
Pacific Northwest pipe line, barricades are being thrown up around 
the Northwest’s rich heating oil market. Fuel oil forces in Washington 
are rallying under the banner of that state’s Oil Heat Institute. 


Arms were passed out to heat- 
ing oil marketers at the insti- 
tute’s Ilth annual meeting at 
Yakima in the form of ideas for 
local campaigns. The strategy is 
three-pronged: (1) general pub- 
licity and public relations; (2) 
cementing relations with present 
customers; (3) influencing new 
customers. 


Like all good generals, Robert 
G. Elmslie, managing director, does 
not underestimate the strength of the 
competitive forces. He points out that 
a sizeable minimum portion of their 
residual oil business is extremely vul- 
nerable. For purposes of computation, 
he assumes that their market will lose 
30% of the industrial consumption— 
some 10 million barrels annually. 

In the light oil market, he says, as 
much as 30% plus of their markets on 
the western slope of the state and as 
high as 50% of the markets on the 
eastern slope of the Cascades could be 
lost through lack of concentrated 
effort. In terms of gallonage this would 
be a potential loss of 50 million gal. 
in Eastern Washington and 65 million 
gal. in the western part of the state. 
It would tally a total light oil loss of 
115 million gal. annually. 


Aggressive Campaign—lIt is not in 
his mind that the Washington OHI 
and oil heat marketers should fight a 
defensive action. On the contrary, a 
significant show of force is indicated 
by the funds allocated for the sales 
promotion and public relations budget. 
They were doubled to $135,000. 

The program includes the use of all 
major advertising and promotional 
media. A large portion of the budget 
will be devoted to newspaper advertis- 
ing, for eight months, three weeks each 
month. Nine months of outdoor bill- 
board space accounts for another 
large portion. An industry film, uni- 
form heating codes and minimum 
standards of installation, research and 
engineering are provided for, as are 
television, radio and direct mail. 

Press Local Fight—In their own 
areas, Oil heat dealers were urged to 
tie in with the general program. Right 
there “every contact you make—every 
contact your employes make—every 
impression the public receives or your 
customer gets from any of these con- 
tacts—either is on the favorable side 
or the unfavorable side.” 
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The dealer’s job of “cashing in” on 
the program was described by W. H. 
Horsley, president of Pacific National 
Advertising Agency. As he put it, it 
is up to the dealer to “put the ‘Buy 
Here’ sign for oil heat on your place 
of business.” 

Specific recommendations as to how 
the heating oil marketer might build 
‘Buy Here’ signs at his place of busi- 
ness were grouped into three sections. 


Public Relations—‘1. Do a good 
job in your chamber of commerce, 
boys’ club, Boy Scouts, service clubs, 
church activities and similar civic and 
social organizations. Encourage your 
employes to take part in community 
activities, as well as yourself. Make 
each employe a part of your own 
public relations staff. 

“2. Be active in safety campaigns 
and other recognized drives. Let the 
public know that your men are recog- 
nized as safe drivers on the highways 
and on the streets. Remember that an 
attractive truck is a moving billboard. 
Use the Oil Heat seal on your trucks 
so the public will identify you with 
this program. 

“3. Sponsor a baseball team or a 
bowling team. This is one of the surest 
ways to get newspaper publicity of the 
best type and to build good will. 

“4. Keep your service men neat and 
clean at all times. This is particularly 
important in looking forward to gas 
competition. The Baltimore study (Oil 
Heat Institute of Baltimore) has 
shown conclusively that people prefer 
gas because of its cleanliness. So let’s 
have the atmosphere of cleanliness al- 
ways around our operations. 

“5. Keep your employes informed 
of the program. One dealer has per- 
sonally delivered to employes a bro- 
chure and explained the program at a 
meeting, presenting the material to 
them so that everyone felt he was part 
of the program. This made the em- 
ployes conscious of the fact that be- 
cause they were part of the program 
they had to be more careful in their 
contact with the customers on the 
phone, in the house—and more ag- 
gressive in building the fuel business 
of their own firm. 

“6. Sell the program to your own 
employes. Let them know that this 
program is aimed at helping them de- 
velop a business which will result in 


better jobs for each and every employe 
—and will insure their jobs. 

“7. In Yakima a committee of local 
dealers sat down with the editor and 
advertising manager of the local news- 
paper and told them what they plan- 
ned to do, what kind of a program 
they were working out. This is a good 
example of swell public relations at 
the local level—at your level. Be your 
own public relations man applied to 
your own business.” 

Reaching Your Own Customers— 
Horsley suggested that dealers identify 
themselves as “specialists in oil heat” 
in their communities. 

“Keep something going all the time.” 
Special drives, he says, would keep 
the ball rolling. One month a dealer 
might have a drive for new accounts, 
with a special bonus. Another month, 
a drive might be for suggestions as to 
ways to sell customers on how to cut 
down fuel costs by selling automatic 
controls, cleaning fire boxes, servicing 
equipment. 

Horsley feels people always like to 
hear from the “head man” once in a 
while. On any kind of service ren- 
dered, even filling a tank, he suggests 
a follow-up. A return postcard with a 
check list and the wording “Was the 


service satisfactory?” might be signed 
by one of the top brass. The head-man 
follow-up is seen as being particularly 
important in the case of an equipment 
dealer—to make sure installation had 
been done properly and with good 
workmanship. 


Getting New Customers — Horsley 
recommends that oil heat marketers 
advertise in their local newspapers, on 
radio or TV. They should use the 
same arguments that are used in the 
OHI program, but localized as one of 
the dealers participating in the pro- 
gram. 

One of the best methods of local 
advertising he describes as telephone 
directory listing. It’s one of the cheap- 
est methods and that’s where new cus- 
tomers look. Such ads tie in with news- 
paper, radio and TV advertising. In 
all cases, he says, the dealer should 
identify himself as a specialist in oil 
heat. 

New Horizons—-The whole promo- 
tional program is viewed as more than 
just a one-shot project. It is visualized 
that year after year the activity will be 
stepped up, with increased participa- 
tion from dealers and suppliers. The 
stake is millions of barrels of heating 
oils. Managing Director Elmslie looks 
to the day when “together we will 
move forward beyond the point of ex- 
treme vulnerability. Divided we will 
all be ‘gassed’ separately.” 
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What Neptune's New 


“Proving grounds” for petroleum meters had their begin- 
nings many years ago, when Neptune engineers first 
devised “round-the-clock” endurance tests. By compress- 
ing the long lifetime of a meter into a relatively short 
time, every detail could be examined quickly and pain- 
stakingly for unsuspected weaknesses. Newest step in 
Neptune’s continuing search for improvement is this Test 
Plant at Wallingford, Conn., capable of challenging the 
biggest meters made. 

Red Seal users have benefited in many ways. For 
instance, early tests proved that wear . . . and meter 
inaccuracy caused by wear . . . could be controlled if 
machining techniques were developed to a higher degree 
of precision than existed then. The tests guided us in 
pioneering the required new machining techniques, gaug- 
ing and quality control. They have helped develop many 
new materials, simpler, sturdier register mechanisms, 
high-flow Auto-Stop valves, and hundreds of other tested 
details. The results can best be summed up in Red Seal’s 
nation-wide record for sustained accuracy and low 
maintenance. 

You can select with confidence Red Seal meters for all 
your tank trucks and bulk plants . . . for accuracy you 
can bank on. 


NEPTUNE METER COMPANY 
50 WEST SOth STREET +» NEW YORK 20, N. Y. 


Bronches in: ATLANTA + BOSTON + CHICAGO + DALLAS + DENVER 
NO. KANSAS CITY, MO. + LOS ANGELES « LOUISVILLE « PORTLAND, ORE. 
SAN FRANCISCO 

CANADIAN FACTORY: NEPTUNE METERS LTD., 

1430 LAKESHORE RD., TORONTO 14, ONT. 


Simultaneous endurance tests 
can be run on several meters in 
this maze of pumps and pipes. 
At right of center is a new 4-in. 
650 gpm. Red Seal bulk plant 
meter through which more than 
35 million gallons have been 
pumped without appreciable 
change in calibration. Modern 
meter provers are shown in 
background. 


Proving Grounds 
Mean to You 





Neptune's new Test Plant sim- 
ulates actual conditions of pe- 
troleum bulk plants | ie 
practically a complete bulk plant 
in itself. With extensive me- 
chanical and metallurgical test- 
ing facilities at Neptune's main 
factory, it gives Red Seal users 
benefits of finest liquid meter 
proving grounds in the world! 





Accuracy, viscosity, pressure- 
loss, and other operating tests 
are being conducted continu- 
ously on this equipment inside 
the building. New engineering 
data will be helpful to you in 
selecting and installing Red Seal 
meters most efficiently. 








Thirty of these Neptune testing 
units are strategically located 
throughout the country for check- 
ing and calibrating tank truck 
and bulk plant meters. They are 
supplemented by portable test- 
ing equipment. Though they 
don’t serve a “proving grounds” 
function, they are vital in keep- 
ing your meters always on 


the job. 








PUBLIC RELATIONS 


Wanted: Dealers to Speak for Oil 


A large proportion of the 
20,000 independent service sta- 
tion dealers in the Far West will 
become active participants in 
the oil industry’s public rela- 
tions program, if the West Coast 
Oil Information Committee has 
anything to say about it. 

The OIC (West Coast counterpart 
of Oil Industry Information Commit- 
tee) has set aside the July 26-Aug. 27 


period for an intensive pre-Oil Prog- 
ress Week campaign. Its purpose is 
“to induce . . . dealers to take their 
rightful place with other oil men in 
telling the story of the oil industry to 
the people of their community.” 

The industry group has long been 
dissatisfied with the number of dealers 
active in the program, the more so 
since the dealer is the industry’s front- 
line man as far as meeting the public 
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OSCAR PHILLIPS 


glo-rite lites 


MANUFACTURERS OF SERVICE STATION EQUIPMENT SINCE 1910 
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Glo-rite lites 


to satisfy 
your needs 





With a Complete 
Line of Service 
Station Lighting 
and Standards 


CINCINNATI, OHIO 
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is concerned. Accordingly, OIC com- 
mittees in California, Oregon, Wash- 
ington, Reno and Las Vegas, Nev., 
and Phoenix and Tucson, Ariz., are 
planning, during the 33-day period, to 
place a new Oil Progress Week service 
station kit in the hands of every local 
OIC chairman and industry participa- 
tion vice chairman. 

The kit contains 10 samples of a 
new leaflet designed specifically for 
service station distribution, order 
forms for additional copies (cost: 50¢ 
per 100), and a set of four bulletins 
that will serve as a guide to the project 
for local committee members. 

Also included is an invitation to 
the dealer to take an active role in 
community OIC work, together with 
a return postcard. 

Local Action—The bulletins out- 
line four steps local committees can 
take in the pre-Oil Progress Week 
campaign: 

—The first explains the “why” of 
the campaign. 

The second tells how to mer- 
chandise the service station leaflet. 

—tThe third tells how to explain the 
OIC program to dealers in the expec- 
tation that they'll sign up. 

—The fourth suggests committee- 
men invite dealers to their Oil Progress 
Week activities. 

At present, the dealer who is not 
active in OIC work will be asked to do 
two things. He'll be given a copy of 
the API’s “Facts About Oil” booklet 
so that he’ll be better informed on the 
industry in conversations with his cus- 
tomers. 

Also, he'll be asked to give out as 
many Oil Progress Week leaflets as he 
feels he can afford. 

Service Stressed—tThe leaflet, which 
starts off, “Gone forever is the day 
when gasoline was sold in a gas sta- 
tion,” has a space for the dealer to 
stamp his station’s name and address. 

It goes on to explain that competi- 
tion is what has brought about this 
transformation, especially in view of 
the fact that most stations are owned 
or leased by independent businessmen. 

And it concludes that today’s sta- 
tions typify the American way of life, 
dispensing fine oil products “and add- 
ing, for good measure, those valuable 
free services that mean so much to 
safe driving and the economical opera- 
tion of the American automobile.” 

‘Workers’ Wanted—OIC’s aim, ac- 
cording to one official, is not to re- 
cruit a vast number of dealers who, 
when the chips are down, will take 
little or no part in the permanent pro- 
gram. Rather it is to attract “doers” 
to the OIC who, though perhaps small 
in number, will actually help the pro- 
gram make headway. 
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| Fines Architectural Poreolain 
Enamel Products Ever Offered 


’ FRAMELESS LOAD-BEAR- 
ING WALLS provide 
inner finished walls, 
structural ribs and in- 
sulation space. 


LOAD-SPAN DECKING 
provides high safety 
factor over long un- 
supported areas, smooth 
ceilings and insulated 
roof. 


CURTAIN WALLS are en- 
gineered for flexibility 
of architectural design. 


For developing frameless 
structures for such build- 
ings as: 


. Service Stations 
. Motels 


architectural products (0 - Schools 


. Single story com- 
mercial buildings 

. Freight and bus 
stations 

. Maintenance-free 
industrial buildings 









































A Division of Avondale Marine Ways, Inc. 


Present your requirements 
P. 0. Box 1030 - New Orleans 8, U. S. A. to Avoncraft Engineers. 
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LIQUEFIED PETROLEUM GAS 
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OPERATION the new plant is describe 
resident engineer, for distributors and dealers 


— aid nte. am i 


Schmidt Shellhorn Blair Baden 


ANCHOR OFFICIALS meet with railroaders: W. A. Baden, Anchor president; B. B. Blair, vice president; Fred Shellhorn, 
vice president in charge of traffic; H. C. Schmidt, assistant vice president in charge of trafic of Delaware, Lackawanna & Lack- 
awanna & Western R.R.; William White, D.L. & W. vice president and general manager 
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Underground LP-Gas Boosts Supply in East 


By “flushing out” two holes in the ground in Bath, N.Y., Anchor 
Petroleum Co. of Tulsa has opened up new vistas in the marketing 
of liquefied petroleum gas in northeastern U.S. The two salt “cavi- 
ties” are the initial projects of what is the largest underground LP- 


gas storage facility in the East. 

At the inaugural ceremonies 
of the new propane storage plant 
this month, W. A. “Bill”? Baden, 
president, visualized such facil- 
ities as having a tendency to 
“revolutionize” the LP-gas busi- 
ness in the area. 

The supply build-up is seem as jack- 
ing up the domestic, industrial and 
commercial sales potential for dealers. 
Home heating, particularly, is pointed- 
up as a strong prospect. 

Last summer, Anchor’s new under- 
ground propane storage plant was an 
oat field. The 42-acre section was 
bordered on one side by the Cohocton 
River. And a main line of the Dela- 
ware, Lackawanna & Western R.R. 
sliced through it. 

These were two of the features An- 
chor’s engineers were looking for. A 
third lay a half-mile below the surface. 
This was the department of the geolo- 
gist. He was tracing a strata of salt 
that runs from the Finger Lake region 
down through nothern Pennsylvania. 
Samples from a test well and subse- 
quent findings proved this salt forma- 
tion to be geologically ideal for the 
company’s purpose. 

Practical and Economical — Engi- 
neers have found underground salt 
caverns particularly well suited to the 
storage of liquefied petroleum gas. The 
product itself is said to be a perfect 
sealing substance. It does not pene- 
trate the salt walls, nor does it absorb 
the salt. 

Moreover, with salt caverns there 
is negligible loss of product. The hol- 


lowing out of the “cavities” is com- 
paratively economical. Several storage 
wells can be formed on a single par- 
cel of ground. And the capacity of 
each may range up to 100,000 bbl. 
Depending on the soil structure, en- 
gineers indicate the capacity could be 
increased beyond this point. But the 
risk of cave-in is greater. 

Once the site has been selected for 
a storage well, the earth’s crust is 
drilled through to the salt deposit. At 
Bath they drilled to 2,900 feet. A 
seven-inch casing was formed in the 
well and a 31-inch tubing sunk. Since 
salt is soluble in water, the tubing is 
used as a water carrier. The water 
flushes out a cavity in the salt to form 
the storage “tank.” 

No. 1 well at Bath required approx- 
imately 75 days to drill and an addi- 
tional 90 days to dissolve a cavity in 
the salt. Water is pumped from the ad- 
joining river for the flushing out op- 
eration. And the brine is pumped back 
into the river. (Local conservation 
laws regulate the amount of salt that 
can be emptied into the river.) 

The cavities are shaped roughly 
like a “jug” (No. 1 well is estimated 
to be about 300 feet deep and some 
30 feet in diameter). They are pur- 
posely elongated. If they were flat- 
tened, a greater stress would be placed 
on the ground surface. 

At present, No. 1 well has an esti- 
mated capacity of 60,000 bbl. No. 2 
already has reached 30,000 bbl. And 
each can be expanded to 100,000 bbl. 
The present plant at Bath can harbor 
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as many as a dozen such wells, accord- 
ing to Anchor president Baden. 
Handling Product—In storage, LP- 
gas is pumped from the tank cars di- 
rectly into the wells. A compressor 
boosts the product out of the cars. It’s 
pumped through the casing of the well 
into the top of the cavity under 1,000 
lb. pressure. The water is forced out. 
For recovery of product, water is 
injected into the tubing and the prod- 
uct is displaced. (Anchor engineers 
claim a 98-99% recovery of product.) 
On its return, it passes through a me- 
chanical separator, which removes the 
free water. A dehydrator tower elim- 
inates the water that’s in solution 
with the gas. Because of the pressure 


STORAGE WELL is hollowed out of 
salt deposit 2,900 feet below the surface 
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built up in the well, the product comes 
off at about 350 Ib. of pressure. 

With the present facilities, product 
can be unloaded at a rate of 300 gpm. 
Because of the pressure required, 10 
cars a day can be received. (The ca- 
pacity can be increased with more 
pumps.) In loading cars, however, 20 
cars a day can be filled with ease. 

In addition to the wells, the installa- 
tion currently features one 30,000 gal. 
tank. (Forecasts see one or more such 
tanks.) At present the tank is: used 
primarily for loading and unloading 
small lots of product, one or two tank 
cars. Plans also include a loading rack 
to accommodate dealers’ tank trucks. 

As it is now, the Bath plant is op- 
erated by five men: a plant manager, 
a plant clerk and three operators. They 
are currently working around the 
clock filling No. 1 well with product. 
In the off-pumping time they flush out 
the second cavity. 

Immeasurable Capacity — Before 
the peak season begins this winter, 
Mr. Baden says the Bath installation 
will be completed to the extent that 
the company can have in storage as 
much as 450 to 500 tank car loads. 
This figures about 5 million gal. In 
looking to the future, he says the 
storage capacity could be expanded 
almost “immeasurably.” 

The installation at Bath represents 
an investment in excess of $300,000. 

Big LP-gas Business— With the 
opening of the new plant, Anchor Pe- 
troleum has storage for more than 30 
million gal. of LP-gas reserves. Its two 
other underground storage _installa- 
tions are at Hattiesburg, Miss., and 
Midland, Tex. 

An integrated oil company, Anchor 
ranks as one of the largest marketers 
of LP-gas in the country. “Anchor- 
gas” represents 80 to 85% of the 
company’s total sales. Anchor also acts 
as a marketing firm for other products 
and refiners, furnishing nation-wide 
transportation, marketing and storage 
facilities. 

Features of Plant—-Why was Bath 
selected as the site of Anchor’s new 
under-ground LP-gas storage facility? 
In addition to the necessary salt de- 
posit, an adequate water supply and 
the adjoining railroad, other prime 
features were sought: proximity to 
markets, “in transit” railroad rates, 
economy of operation, conservation of 
product. 

Freight Fees Saved—The bulk of 
Anchor’s product originates in Texas 
and Oklahoma. And freight charges 
account for some 60% of the cost. 
Baden figures the average freight 
charges from the points of origin to 
Bath approximates $750 per car. 
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With the use of some 500 tank cars 
by the end of this season, the total 
cost of freight would be some $375,- 
000. “If it were not possible to store 
this product, this revenue would be 
lost to the railroad,” says Mr. Baden. 

However, with the in transit rate, 
the Bath storage plant is considered 
as a stop-over point. The initial freight 
charge already has been paid from 
Texas and Oklahoma. So product can 
be stored and then reshipped on the 
basis of the original charge. Just the 
charges to the next point of destina- 
tion are added. 

Economy of Operation—Anchor’s 
tank cars in the past remained idle 
for as many as six months out of the 
year. This costly loss has now been 
removed. The liquefied petroleum gas 
that would have been flared at this 
time of the year, due to unavailability 
of storage or of a market, is now 
saved. Anchor’s tank cars are now 
shuttling back and forth to the Bath 
storage plant. 

When the peak demand season for 
LP-gas comes this winter to north- 
eastern U.S., it will not be necessary 


MANAGEMENT 


to make the long trips from the oil 
fields to fill immediate demands. 


To Market—Anchor tank cars will 
begin shuttling to marketing points in 
eastern Canada, New England and 
down through Pennsylvania early this 
fall, to meet the mounting demand of 
dealers and distributors, who buy in 
tank car lots from one on up to 20 or 
more, to supply industrial, commercial 
and domestic accounts. 


Big Heating Potential—In addition 
to the primary domestic uses of LP- 
gas, cooking, hot water, refrigeration, 
Baden visualizes home heating as a 
considerable potential for dealers. He 
says the heating load has been “shied” 
away from because of the wide vari- 
ance between summer and winter con- 
sumption. It has not been possible for 
any company to meet such a variance 
in peak demand load. He figures there 
is usually a ratio of as much as 10 to 1 
between the winter and summer re- 
quirements. 

But with the underground storage, 
he adds, “dealers can go after the heat- 
ing load.” 


Pan-Am Streamlines Field Sales 


Pan-Am Southern Corp. is con- 
solidating strictly office functions 
of three marketing divisions at 
Jackson, Miss. Purpose is to allow 
division managers and their as- 
sistants more time with distrib- 
utors and agents. 

The move “will relieve division 
managers of the responsibility of su- 
pervising clerical functions,” says H. 
S. Read, vice president in charge of 
marketing. He adds, “It will permit 
them to devote more time to super- 
vision of sales fields. We are now seek- 
ing to develop rapidly many new areas 
in our territory.” 

Routine files, lease files, equipment 
and price files formerly maintained at 
the Arkansas, Mississippi and Louisi- 
ana divisions are now at the Jackson 
regional office. And Sam J. Allen, as- 
sistant general manager of sales, is 
moving from the home office in New 
Orleans, and will make his headquar- 
ters at Jackson. 

Heads of three divisions in the new 
arrangement are E. F. Illg, Arkansas 
division manager, Little Rock; W. S. 
Eubanks, Mississippi division man- 
ager, Jackson; and R. H. Gravlee, 
Louisana division manager, New Or- 
leans. Other states in which Pan-Am 
operates (Alabama, Tennessee, Ken- 


tucky) are not affected by the change. 

Sales Strength Retained—‘The re- 
gional office arrangement is not in- 
tended in any way to change or reduce 
the state sales organizations,” Read 
states. “There is every intention to 
leave the division manager and assist- 
ant manager (with such staff as they 
require) along with the state sales 
force, intact and functioning inde- 
pendently in each of the states.” 

He adds that employes in the re- 
gional office should benefit from the 
opportunity of learning more about 
the details of Pan-Am business. This 
broader experience should ultimately 
make advancement possibilities 
greater. The consolidation was accom- 
plished with a minimum movement of 
personnel. Virtually all employes af- 
fected have been placed in positions 
of equal importance. 
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FOR 
DEPENDABILITY 


... for consistent product protection 
YOU CAN DEPEND UPON J&L 
STEEL CONTAINERS 


Through years of dependable service, J&L Steel 
Drums and Pails have proved that they meet the 
most rigid tests for product protection. You can be 
certain that the product quality your customers expect 
is thoroughly protected because: 


J&L Drums and Pails are made from 
high quality J&L Steel Sheet. 


J&L Drums and Pails are made with 
care and accuracy in every detail. 


You can obtain J&L Steel Drums and Pails through 
plants located in leading industrial centers. You'll 
find J&L service fast and efficient. 


Sones ¢ Laughlin 


STEEL CORPORATION — Pittsburgh 
CONTAINER DIVISION 
405 Lexington Ave., New York 17, New York 


The J&L line includes all types of 
Closures and Finishes. Bright, colorful 
decorations may be reproduced to 
your specifications. Heavy-duty ICC 
Drums. Light-gauge Drums. 55, 30 
and 15 gal. capacity and 100-Ib. 
Grease Drums. Lightweight Drums for 
Chemical and Powdered Materials. 
1-10 gal. capacity Steel Pails for 
Foods, Chemicals, Oils. 
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! ANY “PEAK” and =NOR’WAY" DEALER CA 
VALUABLE PRIZES FOR DEALERS IETH PRIZES 
AND THEIR EMPLOYEES ONLY! | 
& Ten Men’s or Womens Long! 
Wrist Watches. $115.00 retail .-- 
pick the one you want. 


SIXTH PRIZES 
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THIRD PRIZES 


FIRST PRIZES “S 
Seven all-expense-paid Florida , , 
Vacation Trips for two ..- OF» en ae ore a Twenty Westinghouse clock = — 
win $500.00 in CASH. Trip me or ra 05333 5 9 1 radios .-- attractive clock turns 
e projectors. 50 retal radio on and off automatically. 
$40.00 retail. 


starts November 7th. 
SEVENTH PRIZES 


FOURTH PRIZES Cm 

Fifty Sheaffer “Snorkel” pen and 
Five 48-piece International pencil sets. Sells for $34.00 
Sterling Silver service sets. _. the newest thing. 
$235.00 retail. 





SECOND PRIZES 


sion- ¢ 








Five Admiral Televi 
Radio-Phonograph 
combination consoles. 
$400.00 retail. 





—— 
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SPEND A WEEK OF 


FUN IN THE SUN 


THIS FALL! 


Win an all-expense-paid trip 
for you and your wife or 
another member of your 
family. Start the winter right— 
enjoy a full week of sightseeing, relaxing, fun- 

making in Florida’s most exciting resorts this Novem- 
ber. Or, if you can’t make it, you win $500.00 CASH. 













HERE’S WHAT YOU’LL DO! 
€ WHERE YOU'LL GO! 


i The winners get first-class round-trip 
- \\ > S. transportation all the way. You'll go to 
yah Jacksonville, St. Augustine, stay in lovely 
~ Orlando. Spend 3 full nights 
and 2 glorious days at luxurious 
Miami Beach. Visit Tampa and 
St. Petersburg. You and your wife 
will see Marineland, Hialeah, Coral 
Gables, Lake Okeechobee, the 
mysterious Everglades, the famous 
Cypress Gardens Water Show and 
Silver Springs. You'll stay at the 
finest hotels, eat at gourmets’ 
restaurants, go to the most exciting nightclubs. Don’t 
miss out on the chance to win one of 
these vacation trips for two. It’s the 
opportunity of a lifetime! 






















... they give trouble-free protection 


.GET YOUR ENTRY BLANK TODAY! 
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VACATION ‘0: two 


Anti-freeze me for dealers only! 





K YOUR “PEAK” and “NOR’WAY” 
ANTI-FREEZE SUPPLIER FOR COMPLETE 
DETAILS TODAY! 


Any “Peak” or “Nor’way” dealer or his 
employee who has ever sold anti-freeze 
can win. It’s that easy. Yes, and only 
dealers and employees get a chance at the 
102 prizes. It’s easy to enter and you've 
got a good chance to win. Your “Peak” 
and “Nor'’way” supplier has full details. 
He carries a supply of official entry blanks 
and he’s ready to help you win one 

of these big prizes. Why delay—call him today. 
CONTEST ENDS SEPTEMBER 30th, 1954. 





THIS YEAR... THE GREATEST 
HOMETOWN ADVERTISING CAMPAIGN 
IN CSC HISTORY... 


Television spots, newspaper ads, 


outdoor billboards. . this year Nw | 
motorists will see CSC ads all VB 
—— through the week, every week, 


all season long on the strongest local adver- 
tising media available ...plus a campaign in leading 
national and farm magazines. Ask your jobber about the 
campaign in your HOMETOWN. To win your full share 
of the anti-freeze business in your neighborhood, stock 
“Peak” and “Nor’way” and tie in with the 
advertising. Make up your own display or 
use the material furnished by CSC at 








YOU’RE A SURE WINNER WHENEVER YOU 
PUSH “PEAK” and “NOR’WAY” ANTI-FREEZE 


Commercial Solvents Corporation, New York 16, N. Y. Pi 





no extra charge. — 
“ae 
No other brand . ae 
gives more High-in-Strength 


Low-in-Cost 


——— = 
PEAK K "or ny 


ANT} l-FREEZ) ANT; ry 


protection. 
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HIGHWAY CREWS are laying more 


and more miles of rugged asphalt 


How Asphalt Is Reaching Out For 


Long a standby for rural roads 
and city streets, asphalt is mov- 
ing ahead steadily against its bit- 
ter rival, cement concrete, in the 
battle for two big-time paving 
markets—military and turnpike 
contracts. The oil industry is 
pushing its asphalt hard as the 
best buy for any paving purpose 
anywhere in the country. 

Last month, the fight over preferen- 
tial concrete use on air base runways 
was brought into the open. And in the 
next few months, concrete’s grip on 
Air Force contracts may begin to slip. 

Asphalt has won contracts for the 
Massachusetts Turnpike and the Maine 
Turnpike extension—a total of 189 
miles. But concrete has the 241-mile 
Ohio Turnpike. 

Another stumbling block for asphalt 
in the drive for greater markets is the 
attitude of the steel industry. 

Cement concrete highways use steel 
structural shapes, wire rods and other 
steel products, and asphalt highways 
don’t. So steel naturally backs con- 
crete. 

But steel’s preference, though defi- 
nitely a problem, is not a major hurdle, 
according to the Asphalt Institute, 
New York. An institute spokesman 
says, “Steel has never gone out of its 
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way to hinder us. If it had, it may have 
been able to hold up asphalt develop- 
ment considerably.” 

The oil industry’s asphalt campaign 
has paid off—85% of the streets in 
the nation’s cities are surfaced with 
asphalt and about 80% of its rural 
roads (including federal and state high- 
ways), according to Asphalt Institute 
figures. 

Conflicting Claims — Beyond that 
point, statistics advanced by the insti- 
tute and the Portland Cement Assn. 


~ 


(PCA), representative of the cement 
industry and spokesman for its paving 
segment, begin to conflict. 

Asphalt Institute (AI) lays claim to 
slightly less than half the turnpike pav- 
ing market for asphalt, while PCA says 
cement concrete carries the load on 
81.6% of the nation’s turnpike miles. 

PCA also maintains that 89% of 
urban expressways and 79% of rural 
expressways are surfaced with con- 
crete. 

While many asphalt men claim con- 
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THE RESULT: smooth roadways for the nation's fast-growing auto 


New Markets 


crete roads as asphalt mileage after 
the roads have been resurfaced with 
asphalt, PCA takes a different view. 
To PCA the concrete base still bears 
the brunt of the load, regardless of the 
new surface coating. 

Behind the asphalt promotion is the 
claim by asphalt producers that their 
product can do anything concrete can 
do—and do it cheaper, longer and 
better. 

And what does the cement industry 
think of its ever-growing competitor 
for the paving market? The powerful 
PCA declines to comment. 

A PCA official says only, “It’s like 
asking Coca-Cola people what they 
think of Pepsi-Cola.” 

The military picture isn’t so bright 
as it may look at first glance. In the 
past, the Air Force has given concrete 
up to a 5% price advantage over 
asphalt in bidding for both critical and 
non-critical air base runways. 

Though this price differential plan 
certainly will get an airing, asphalt 
will be working under a handicap all 
the way. 

Originally, the Air Force agreed to 
follow the recommendations of a 
House Armed Services Subcommittee 
and get rid of the price differential on 
non-critical paving at air bases. 
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But then the picture changed. Now, 
the military will go along with the sub- 
committee only on an “interim” basis 
until a study can be made on which 
to base procurement policy. This will 
take six to nine months. 

Washington observers hold no high 
hopes for asphalt. They say Air Force 
Officials prefer concrete and will be 
working hard for it. 

The distribution set-up for asphalt is 
simple, whether in the paving or roof- 
ing and industrial fields—and there is 
little room in it for the oil jobber. 

About 60 major oil companies and 
smaller producers turn out 14.5 mil- 
lion tons of asphalt annually. They 
make most shipments direct—from the 
refinery to the highway department, 
contractor or manufacturer planning 
to use the product. 

There are but a few agents who 
fulfill a function somewhat similar to 
that of the oil jobber. 


ASPHALT ADVANTAGES 


The end of World War II, with its 
staggering problem of rehabilitating 
highways that had been neglected 
through five years of heavy emergency 
traffic, was the beginning of big things 
to the asphalt industry. 

Because of financing problems, 
much of the rehabilitation employed 
low-cost asphalt resurfacing, providing 
dividends in increased service life and 
highway user approval that amazed 
many engineers. 

The success of this “stop-gap” con- 
struction program caused many engi- 
neers to revise their ideas about pave- 
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population 


ASPHALT needs are met by installa- 
tions like this de-asphalting unit at Stan- 
dard of Ohio’s Lima, Ohio, refinery 
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ment design. And this began to show 
immediately in the asphalt industry, 
which has doubled its volume in the 
last nine years. 

Basically, the arguments for asphalt 
use in highway paving are these: 

Lower Initial Cost—Asphalt pave- 
ment construction costs run at least 
20% lower than Portland cement oa- 
crete pavements of equivalent load- 
bearing capacity, asphalt men main- 
tain. 

They claim savings of $1 a sq. yd. 
on a 24-ft-wide highway, or from 
$14,000 to $15,000 a mile—as a mini- 
mum. 

Estimates of possible savings with 
asphalt on some turnpike projects run 
as hith as $2.50 per sq. yd. 

Below is a table showing the savings 
(both initial and total, which includes 
lower financing costs) asphalt made 
possible in several turnpike projects, 
as compiled by A. R. Curtis of Esso 
Standard Oil Co’s asphalt department. 
The West Virginia Turnpike went to 
concrete despite the higher cost. 

Low Maintenance Costs — Mainte- 
nance costs of asphalt and concrete 
pavements have been found to be com- 
parable. Data compiled from several 
states indicates that asphalt costs about 


PRESSURE WASHER 


$99 


The easy, effective way to wash 
cars and clean motors and parts. 





® blasts stubborn dirt 

® no back splash 

No boots or apron needed with 

HYDRO-AIR 

Connects to regulor air and 

— hot or cold water outlets. 

| Composition rubber sleeve is : 

Ly | available to protect user's 

|. hand when hot water is used. 

|, ORDER YOUR HYDRO-AIR WASH- 

| ER TODAY FROM YOUR JOBBER. 
If he cannot supply you, we will 
ship direct, postpaid. 





D & M PRODUCTS, INC. 


26 N Raymond Ave Pasadena |. Calif 
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1% less to maintain than concrete. 

High Load Capacity—Experiences 
of the Corps of Engineers during 
World War il, Curtis says, caused a 
revision of ideas concerning the rela- 
tive merits of asphalt and concrete for 
some airport runways and other paving 
uses—in favor of asphalt. 

Asphalt pavements maintain contin- 
uous contact with the base and make 
full utilization of the load supporting 
value of high strength granular bases. 
As a result, there is no necessity for 
excessive thickness of asphaltic sur- 
faces. 

But concrete, Curtis states, must be 
laid at least eight inches thick, regard- 
less of foundation strength. 

In a series of tests by various states 
and the federal government comparing 
concrete and asphalt pavements, the 
following results were noted. 

Asphalt pavements (in an Idaho test) 
ranging in thickness from two inches 
of asphaltic concrete on four inches of 
gravel to four inches of asphaltic con- 
crete on 18 inches of gravel took more 
than 115,000 heavy axle loads. No 
failures occurred except in the outer 
wheel track of the thinnest pavement 
section, which was corrected by patch- 
ing. 

But a nine-inch concrete pavement 
(in a Maryland test) failed after 92,000 
applications of heavy tandem axle 
loads. 

Long Service Life — Through the 
Portland Cement Assn., spokesman 
for the pavement segment of the ce- 
ment industry, claims the service life 
of asphaltic high type pavements is 
only 15 years, while that of cement 
concrete is 30 years. The Bureau of 
Public Roads has grouped bituminous 
macadam, bituminous concrete (both 
asphalt-type pavements) and Portland 
cement concrete together in its service 
life estimates. 

They are listed as high type pave- 
ments, with an average estimated serv- 
ice life of 25 years. 

Most asphalt men hold that, when 
designed for equivalent load-carrying 
capacities, the service lives of Portland 
cement concrete and high type as- 


phaltic surfaces may be considered 
equal. 

Safety and Comfort—Three of the 
principal physical advantages of as- 
phait are: 

e Low glare. Last year, the Dela- 
ware State Highway Department de- 
cided to darken its Portiand cement 
concrete pavements “to diminish glare 
and heat reflection and to provide a 
contrast in color at the curb lines. The 
dark color also is expected to help in 
ice control.” 

e Smoother surface. Roughness 
tests conducted in several states show 
the riding qualities of asphaltic con- 
crete pavements to be consistently bet- 
ter than cement concrete. 

e Asphalt representatives deny the 
claims of higher skid resistance made 
tor Portland cement concrete. They 
point out that tests have proven that 
under wet pavement conditions, as- 
phalt pavements are more resistant to 
skid than concrete. 

Lowest Annual Cost—In a paper 
prepared for the use of field engineers, 
A. R. Curtis of Esso states, “In view 
of the fact that asphalt pavements are 
renewed by resurfacing to a greater 
degree than any other pavement type, 
it is obvious that its salvage value gen- 
erally will be higher than that of con- 
crete. 

“By planned resurfacing at low cost 
before the end of the service life of 
the pavement, asphalt pavements can 
be made to last 50 years or more.” 

Industrial Uses—Most of the asphalt 
produced is concentrated in the paving 
(75%) and roofing (20%) fields. But 
many industrial applications are being 
found for the remaining 5%, which 
includes a large share of the 60 differ- 
ent types of asphalt now in production. 

Some of the more common indus- 
trial uses for asphalt and asphalt emul- 
sions are: 

—Coatings and paints. 

—Paper laminations (for 
proofing). 

—Battery cases and tires. 

—Linoleum and other floor cover- 
ings. 


water- 


(Continued on page 32) 


Savings by Asphalt Over Concrete on Turnpikes 


Portland Cement Asphalt Initial Total 
Project (Bid Prices) (Bid Prices) Savings Savings 

Maine Turnpike 

(4-lane, 47 mi.) $5,785,369 $4,812,624.50 $972,745 $1,553,000 
New Hampshire Turnpike 

(4-lane, 15 mi.) $2,275,814 $1,034,680 $1,241,134 $1,598,000 
New Jersey Turnpike 

(4 & 6-lane, 118 mi.) $45,729,568 $40,272,434 $5,457,134 $8,887,888 
West Virginia Turnpike 

(2-lane, 88 mi.) $19,509,760 $15,448,259 $4,061,501 $8,240,770 
Turner Turnpike (Okla.) 

(4-lane, 88 mi.) $10,452,484 $9,291,364 $1,161,119 $2,423,710 





* Includes estimated additional savings brought about by lower financing costs. 
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Vavideon gives you Guararleedd 


protection — on the surface...under the surface 
and in between the panels! 


x 


am 
a 


KOROSEAL PLASTIC * 


will not deteriorate 
or lose its resilience 

Exclusive with 
Davidson! 


ON THE SURFACE—Davidson gives you Class A or better 
acid and weather resistant porcelain enamel . . . properly 
fired to produce the finest glass-armored steel panels avail- 
able . . . none finer for your service stations. 

UNDER THE SURFACE—Davidson gives you the same high 
quality porcelain finish, as on the exposed surfaces . . . in 
addition, Davidson uses only the finest—treated wood fur- 
ring, resistant to wood rot and termites. Fastening clips 
and screws are of brass and stainless steel—rust and cor- 
rosion proof. 


BETWEEN THE JOINTS—Davidson gives you an optional 


é 
choice of two exclusive caulking materials: 1, Koroseal, 
a polyvinyl chloride plastic, developed solely for David- 
\! son panels by The B. F. Goodrich Co.; 2, a gun type 
. . . 
caulking compound formulated especially for use with 
of ...the ideal suking. comp pecially : 


architectural porcelain enamel. Remember—it’s the full 


Service Station caulked—weather resistant joints, that mean so much to 


the appearance and life of your station. 


. 
covering eee a For undivided responsibility—it will pay you to look to 
rainbow of color Davidson . . . the finest in porcelain enamel . . . its fabri- 


cation . . . its erection. 


of guaranteed Complete information on Davidson porcelain enamel and 
the Davidson dealer organization is available . . . it's yours 


permanence! for the asking. Write for it today. 


. 
*KOROSEAL Davidson ENAMEL PRODUCTS, INC. 


Reg. T.M. The B. F. Goodrich Co, 1103 EAST KIBBY STREET, LIMA, OHIO 
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TRENDS 


—Automobile undercoatings. 

—Adhesives. 

In connection with the more widely 
known paving applications, asphalt is 
used as a soil stabilizer in road beds 
and for membranes in highway fill 
construction, to prevent change of vol- 
ume in the fill after long service. It 
also is used to stabilize railroad track- 
beds. 

The big development in industrial 
use of asphalt in recent years is in the 
hydraulics field, principally in flood 


and erosion control. Asphalt products 
have been pressed into service effec- 
tively in dike and levee construction, 
dam facings, and canal and reservoir 
linings. Also, many irrigation walls 
and swimming pools have been lined 
with asphalt. 


THE ASPHALT INSTITUTE 


The main promotional push behind 
asphalt is concentrated in the Asphalt 
Institute, though individual manufac- 
turers have their own programs. 








IS THE MODERN ANSWER 
TO LOWER COST STORAGE 
OF MODERN GASOLINE 


Evaporation of gasoline through leakage 
is the cause of many dollars being lost 
month after month. AND greater evapora- 
tion losses mean less profit. Your good 
business move is to provide a depend- 
able means for preventing such a loss. 
The way to do it is most simple. Install 
the TWIN ConserVent on your tanks and 
you minimize stock loss. 


Prove to yourself the great value of the 
Twin ConserVent in its ability to give you 
greater profits. Our 30-day Free Trial Offer 
gives you the easy way to do this— 
but we suggest that you first figure 
your gasoline losses. Remember that 
vou can't sell evaporation. Ask for 
Bulletin No. 5154, also booklets “A 
Story of Gasoline Tank Venting” and 
“Five Steps” for your greater profit. 


CONSERVATION 


EQUIPMENT CORPORATION 


” SIZE SHOWN 
Also made in 6”, 8’, 10”, 
ze 


4801 SOUTH ON RICHMOND STREET 


CHICAGO 32, ILLINOIS 








Like the asphalt industry, the insti- 
tute has more than doubled in size 
since World War II. It now has 27 
engineers in the field working with 
state and county highway departments 
to promote the use of asphalt. 

Work in Field—When he hears of 
a new street, highway or resurfacing 
project being scheduled in his area, 
the institute district engineer offers his 
aid to the highway authorities in plan- 
ning it. His duty is to aid the local 
engineers in any way he can, at the 
same time working for the use of 
asphalt on the road. 

But since AlI’s engineers work for 
the asphalt industry in general and for 
no specific company, they do no actual 
selling. 

Oil company promotion of asphalt 
works in much the same way. Esso 
Standard, for instance, has sales engi- 
neers in the field who, in addition to 
offering their services, take orders for 
the asphalt to be used on the job. 

Also, many asphalt producers back 
up their salesmen with advertising 
campaigns through newspapers and 
other media. 

Sales Aid — The institute concen- 
trates much time and money in pro- 
ducing aids for its field staff. These 
include: 

—The Asphalt Institute Quarterly, 
an asphalt news magazine that has a 
free circulation of 50,000 copies per 
issue. 

—An average of six sound and color 
movies each year. Latest, Asphalt, the 
Magic Carpet, was issued last month. 

—Many brochures, specifications 
and handbooks describing the uses of 
asphalt and its application. 

Al’s growth hasn’t stopped. In the 
next few years, according to Chief 
Engineer Arvin Wellborn, the field 
engineering staff will be expanded to 
about 45 engineers. 

In the nearer future—a $500,000 
research laboratory, to improve old 
uses for asphalt and test new ones, 
will open Jan. 1, 1955, at the Univer- 
sity of Maryland, College Park, Md. 

Institute Organization— The 36- 
year-old institute has its headquarters 
in New York City. The field organiza- 
tion divides the United States into five 
divisions, with an extra one covering 
Canada. In the United States, five divi- 
sion engineers supervise the staffs of 
district engineers. 

Membership of the institute includes 
80% of the asphalt producers in the 
United States. They turn out 14.5 mil- 
lion tons of asphalt products annually, 
two-thirds of the world’s production. 

(For details on asphalt selling by 
Michigan’s Leonard Refineries, see 
p. 34). 
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Thousands of motorists are 
crossing Skelly driveways to 


meet the {fit 
champ 


new Skelly Supreme gasoline 


¥ a totally new gasoline! 
a totally new selling punch! 


Here at last is the GUARANTEED New GASOLINE especially 
developed for modern high-compression motors— NEw 
SKELLY SUPREME GASOLINE. And it’s backed by advertis- 
ing, promotion and service station dress-up that’s as sensa- 
tional and SELL-sational as the product itself! 

Nosopy— but nobody will miss the Skelly Supreme Gaso- 
line story that’s now hitting folks right where they live— 


now being heavily promoted by Skelly in all these adver- 
tising media: 


network radio! 





big-impact tv! 





leading farm papers! 





big-space newspaper ads! 





It all adds up to ANOTHER good reason why you'll make more money doing 
business under the Skelly Franchise. For ALi the facts, write us today! 


SKELLY Some 


SKELLY OIL COMPANY Marketing Headquarters: KANSAS CITY, MISSOURI 
Division Offices: Kansas City ¢ Chicago ¢ St. Paul e Omaha « Cedar Rapids * Tulsa « Wichita « Denver ¢ Dallas 
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TRENDS 


Fisk Housel 


Walker 


Niedermeir Parr 


LEONARD REFINERIES holds a special clinic every other year to pass on asphalt information. In this picture, taken on the 


scene, are (left to right): 


C. E. Fisk, Leonard laboratories manager; W. S. Housel, associate professor of engineering, University 


of Michigan; L. W. Walker, ma>ager of industrial sales for Leonard; Clark Niedermeir, engineer, county road assn., Lansing, 


Mich., and Ward K. Par, 


superi tende t of the testing and research laboratory, State Highway Department, Ann Arbor, Mich. 


How an Independent Refiner Sells Asphalt 


Leonard Refineries, Inc., of Alma, Mich., has shown what asphalt 
ean do for the small refiner. Leonard has built up a solid profit- 
maker and has eliminated the problem of residuals in a shrinking 


market. 

Concentrating on paving as- 
phalt since its entry into the field 
following World War II, Leonard 
now has made the move into in- 
dustrial asphalts in an attempt to 
stabilize year-round production. 

With a marketing area covering only 
southern Michigan, exclusive of De- 
troit, Leonard has had an enviable 
advantage—the ability to deliver hot 
asphalt by tank truck direct to the 
point of application. 

The independent refiner has an as- 
phalt charge stock capacity of 4,500 
b/d and 185,000 bbl. winter storage 


| 


EXPERTS, like W. W. McLaughlin, an engineer for the Mich- 
igan State Highway Dept., speak at the clinics 


34 


capacity. This enables it to fill the de- 
mand for any type of asphalt product. 

Entering the Field—Leonard’s fore- 
sight pre-dates its active entry into the 
asphalt business. Reid Brazell, Leon- 
ard president, and L. R. Kamperman, 
vice president, believe in active par- 
ticipation in oil industry committees 
as found in the American Petroleum 
Institute, Asphalt Institute and other 
groups. 

Though a small company, Leonard 
currently has six of its key men serving 
on various committees. 

The knowledge and data acquired 


by these men are what prompted Leon- 
ard, back in 1944, to decide that when 
the war ended gasoline competition 
would be measured in octane ratings. 

With this in mind, the company built 
the first small catalytic cracking plant 
in the country, putting it on stream in 
1947. 

John S. Pfarr, vice president and 
manager of manufacturing, is largely 
responsible for the design and devel- 
opment of Leonard’s asphalt facilities. 
He is a member of the API Refining 
Committee. 

The cat cracker gave Leonard an 
enviable octane cushion, which still 
stands it in good stead. But active par- 
ticipation in industry progress and 
shrewd observations of market trends 


A HIGH POINT of the Leonard clinics is the renowned 
chicken-and-ribs barbecue, served by the company’s employes 
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revealed a shrinking market for resid- 
uals ahead. 

At the same time, it was evident 
that highways—long neglected—would 
come in for a surge of increased con- 
struction and repair. Asphalt demand 
would rise. The decision was to get 
into asphalt. Prior to this time Leon- 
ard’s only association with highways 
had been through the sale of road oils. 

Crude Supply — To boost asphalt 
output and reduce residual yield, Leon- 
ard changed to a Wyoming crude. The 
crude is selected to meet quality speci- 
fications for high grade asphalt. 

Leonard’s crude moves from Casper, 
Wyo., to Wood River, Ill., in the Platte 
pipe line; from Wood River to Lima, 
Ohio, in the Ohio Pipeline System; 
Lima to Toledo in the Buckeye pipe 
line; Toledo to Crystal, Mich., in the 
Michigan-Ohio pipe line, and Crystal 
to Alma, Mich., in Leonard pipe line, 
in 60,000 bbl. batches. 

Having determined that highway ex- 
pansion and reconstruction would be 
the backbone of its asphalt market, 
Leonard next set out to find the best 
way to sell its new product. 

A market study showed higher 
prices paid for asphalt delivered hot 
to the job site. Operating in a rela- 
tively compact market Leonard could 
do that easily and at the same time 
have an edge on some of its com- 
petitors. 


ASPHALT CLINICS 
The next task was to sell the asphalt 
once the new plant began producing 
in 1947. The obvious answer seemed 
first to make prospective buyers aware 
of Leonard’s entry into asphalt. 
L. W. Walker, Leonard’s manager 


of industrial sales and an Asphalt :o. 
stitute vice president, Division 2, con- 
ceived the idea of an asphalt clinic. 
Purpose of the clinic was to present a 
panel of speakers recognized through- 
out the road building industry as av 
thorities in their particular fields. 

Clinics were to be kept small—about 
60 persons. Walker and Leonard’s 
executives believe participants are en- 
couraged to ask questions and take 
part in discussions if groups are kept 
small. 

Sessions Begun — So, in October, 
1946, the first Leonard asphalt clinic 
was staged at the Alma refinery. Invi- 
tations were sent to 63 people, and 
36 actually attended, including repre- 
sentatives of local and trade press. 

Interest in the first clinic was suffi- 
cient to warrant holding another in 
1947. Thus the foundation was laid 
for Leonard’s entry into the asphalt 
business when the refinery would go 
on stream in 1947. 

From 1947 on, asphalt clinics hav. 
been held at Alma every other year. 
Starting with the third clinic, however, 
they were expanded to two days—one 
for highway people from southern 
Michigan and the second for those 
from northern Michigan. 

Walker conducts all clinics and each 
session begins with a tour of the Leon- 
ard refinery. Subjects were hand-picked 
for the first clinics. Now the policy is 
to encourage suggestions for discussion 
by those attending the clinics. This 
helps formulate programs appealing to 
highway men. 

Leonard experiences little or no dif- 
ficulty in obtaining speakers. The 
Michigan State Highway Department, 
Asphalt Institute, County Road Assn., 
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F. GRAHAM WILLIAMS CO., INC. 
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contracting and municipal groups all 
co-operate in providing well-qualified 
discussion leaders. 

At no time during the clinic is there 
any attempt at direct selling. 

The Leonard barbecue — chicken 
and ribs—has become an integral part 
of the asphalt clinics. The barbecues 
are put on entirely by Leonard refinery 
employes. Including the barbecue, it 
is estimated it costs Leonard about 
$500 to stage one of its clinics. 

Walker says the clinics “have proved 
to be one of the most satisfactory sales 
promotion efforts, and the advertising 
we have received could not be re- 
turned from a dollar and cents stand- 
point. We have actually received com- 
plimentary letters from competitors, 
who unanimously agreed that promo- 
tion of this nature would undoubtedly 
be beneficial to the entire industry.” 

New Equipment—tThree years ago, 
in order to satisfy asphalt demand, 
Leonard installed oxidizing facilities 
and expanded its blending facilities for 
various types of asphalt. Asphalt ca- 
pacity at the time was about 2,000 b/d 
of charge stock. 

Last September, Leonard completed 
a modern vacuum unit for asphalt with 
a design capacity of 4,500 b/d of 
charge stock. However, with the pres- 
ent tower, capacity can be stepped 
up to 10,000 b/d. About 60% of the 
road asphalt produced is of a cut-back 
type which is shipped and used cold. 

Approximately 90% of the total 
asphalt is shipped hot in insulated 
tank trucks. Leonard operates 30 to 35 
tank trucks for asphalt delivery, mak- 
ing from 50 to 60 trips per day. Insu- 
lated trucks are used primarily for long 
hauls. 


Ephrata, Pa. 


DISTRICT SALES G SERVICE 


5911 SOUTH KEDZIE AVE. 
CHICAGO, ILL. 














Ink Trailers 


__ A Cutaway View of the Gasoline Transport 








Bulk Granulated Sugar Transports 
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Asphalt Trailers 
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Stripped Gasoline Transports 








Aluminum Truck-Full-Trailer Petroleum 
Combinatios 
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NK-TRAILER HISTORY! 


Here are just a few Fruehauf models 


Wherever, whenever, there’s a liquid-hauling job to 

be done, there’s a Fruehauf Tank-Trailer specially Solvents Transports 
designed to do it profitably! Fruehauf’s line of Tank- 
Trailers is the broadest, the finest, in the Trailer 
industry! Write now for further details on any unit— 
Fruehauf Trailer Company, 10953 Harper Avenue, 
Detroit 32, Michigan. 
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Calcium Chloride Transports 








Large Capacity Double Drop Gasoline 
Transports 


Western 
¥ Truck-Full-Trailer 
+ = Gasoline 
Combinations 


Semi and 6-Wheel-Train Gasoline 


“ENGINEERED TRANSPORTATION” Combinations 


* 
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TRAILER COMPANY 


World’s Largest Builder of Truck-Trailers 


Detroit 32, Michigan __ Single-Barrel Propane and Anhydrous 
er 5") Ammonia Units 





GOVERNMENT 


The Texas General Who Bosses Oil Men 


An eager, redheaded Texan became a successful automobile dealer 
while still a high school senior in Amarillo more than 40 years ago. 
Today at 62, that Texan is just as eager and just as successful. Dur- 
ing the intervening years, however, he gave up automobile selling to 


become one of the most powerful 
men in the oil industry. 

The eager Gen. 
Ernest Othmer Thompson. Running 
unopposed on the Democratic ticket, 
he will be nominated as candidate for 
the Texas Railroad Commission. This 
will assure re-election for his fifth 
consecutive term. He has served 22 


rednead is Lt. 


years aS a member, four times as 
chairman. 

As chairman of the commission, 
Gen. Thompson guides decisions and 
actions that affect the fortunes of all 
Texas industry segments from distribu- 
tors to producers. And his influence is 
felt throughout the U. S. The com- 


4 NEW TERM for Gen. Thompson on Texas Railroad Commission is assured 
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mission has shaped Texas into the bal- 
ance wheel of oil production for the 
world market. Although that is a re- 
sponsibility the state’s operators some- 
times dislike, the commission has been 
described as the most powerful state 
agency in the land. 


THE POWERFUL AGENCY 


What is the Texas Railroad Com- 
mission? 

For many marketers, that name is a 
somewhat mystifying and obscure one. 
And those who know about it often 
think of it only as an agency that con- 
cerns producers. Its influence is so far- 
reaching that oil marketers should 
know something about it, in the opin- 
ion of industry leaders. 

The Texas Railroad Commission is 
a three-man. job. The other members 
are William J. Murray, Jr., a petro- 
leum engineer, arid Olin Culberson, 
also a veteran administrator. 

Originally a supervisor over rail- 
roads in Texas, the Commission’s oil 
and gas regulatory function now takes 
most of its time and attention. Since 
Thompson came on the Commission, 
Texas wells have produced nearly 14 
billion barrels of oil, worth 25 to 30 
billion dollars. 

A vast natural gas and petro-chemi- 
cal industry also has grown up in the 
state. 

With a staff of engineers, the Com- 
mission each month decides how much 
oil to produce from the state’s 148,- 
800 wells. It weighs the factors of 
market demand, crude and products 
imports, and producing 
ability of the fields in reaching a de- 
cision. 

Procedure—Purchasers each month 
“nominate” how much oil they will 
need for the following month. The 
United States Bureau of Mines esti- 
mates demand. The commission holds 
a statewide hearing, usually at Austin, 
for industry spokesmen to say how 
much production is desired. The flow 
is restricted mainly by limiting the 
number of producing days during the 
month. Each field and each well has a 
regularly assigned “allowable” on the 
days it is permitted to operate. 

For petroleum has given Texans a 
great economic boost. It is the main- 
stay of state taxes, as well as furnish- 
ing thousands of jobs, paying thou- 
sands of land owners in every county, 
and lifting the state out of the old 
cotton-and-cattle economy. 

All of these changes have come 


in storage, 


NATIONAL PETROLEUM NEWS °* July 14, 1954 





Fuel oil hose with tube and cover of NEQPRENE 


delivers full measure of service 


(7 Buy HOSE \ 
U{THATS MADE FOR) 
‘\ DOUBLE LIFE 


Neoprene inside 
for a tough, smooth, 
fast-flowing tube that 
resists softening and 
swelling effect of oils... 
does not form mushy 
weak spots. 
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Neoprene outside 
for a cover that resists 
cutting, chipping and 
stands up to flexing, 
sunlight and weather- 
ing—even when soaked 
with oil. 


When you buy hose for fuel oil de- 
livery, you expect it to serve for a 
long time. To be sure you get full 
value for your money, specify hose 
with the double protection of a neo- 
prene tube and a neoprene cover. 
You'll have a hose that can take 
daily twisting and dragging across 
rough pavements . . . seasons of 
weathering without cracking. The 





The rubber made by 
Du Pont since 1932 


Name 


tube won’t soften or swell from con- 
tact with oils. You’ll save on main- 
tenance and replacement. 

Next time you order hose for han- 
dling petroleum or chemical prod- 
ucts, ask your supplier about the 
many types of hose made with neo- 
prene he has. Tell him you want 
the hose that’s made for extra life 

with a neoprene tube and cover. 


cf 
N F 0 Pp re F N .) FREE ! THE NEOPRENE NOTEBOOK 


Every issue contains illustrated case histories, in- 
teresting stories 
Clip and mail this coupon to E. | 
Nemours & Co. (Inc.), Rubber Chemicals Division 
NP-7, Wilmington 98, Delaware 


new applications of neoprene. 
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Thompson 


THOMPSON confers with townsmen B. M. Britain and C. E. Weymouth 


with Thompson's lifetime, most of 
them during his 22 years as a com 
missioner. 


THE COMMISSION’S WORK 


Gen. Thompson tells industry lead- 
ers to do right. If they fail, he has no 
hesitancy about taking such drastic 
action as ordering oil wells closed, if 
conservation is at stake. 

“We make them give down their 
milk,” is the way Thompson expresses 
it. 

The proration system which Thomp- 
son helped to create for Texas has 
spread over the United States and the 
world. Venezuela’s administrators 
trained with the Texas Railroad Com- 
mission. Chairman Thompson has ap- 
peared often in the top petroleum 
councils of the world. His travels have 
taken him to Europe several times, to 
the Middle East, Alaska and South 
America. 

The success of Texas oil conserva- 
tion has been a marvel to visiting ad- 
ministrators. But the effort has not 
always been easy. Martial law had 
been declared in the East Texas field 
to enforce proration when Thompson 
came onto the Commission. 

Now East Texas field is hailed as a 
masterpiece of conservation. The orig- 
inal estimate of its recoverable reserve 
was a billion barrels. Three billion 
barrels already have been produced, 
and the engineers say that another 
three billion will be obtained. 

Career Landmark — So confident 
were the drillers that East Texas 
would gush, blow its reservoir energy 
and then subside to pumping—the tra- 
ditional pattern of an oil field in the 
pre-proration days—that many of the 
wells were equipped with pumps when 


40 


they were completed. Twenty-two 
years later, most of those pumps are 
still idle! 

Enforcement of the market demand 
law is a landmark of Thompson’s 
career. 

Other highlights along the road to 
petroleum progress, as the general 
recalls them, include: 


1. Realization that reservoir en- 





A Book for Oil Men 

Three Stars For The Colonel. 
By James Clark. 265 pages. Pub- 
lished by Random House, New 
York, $4.00. 

For anyone in the oil business 
whose interests extend beyond 
his own department, this is valu- 
able reading for getting a better 
understanding of this complex 
industry. It is the biography 
of Lt. Gen. Ernest O. Thompson, 
one of the great forces in shap- 
ing the industry’s history during 
the past 22 years as member of 
the powerful Texas Railroad 
Commission. 

Besides being educational, it’s 
a lot of fun to read. 

Jim Clark, an experienced oil 
reporter and_ historian, has 
packed the book full of anec- 
dotes about Gen. Thompson. 
While telling the story of the 
durable Texas general, he re- 
lates the history of Texas’ boom 
and bust days and the steps 
leading to state regulation. 

Although this industry has been 
rich in history and personalities, 
there are very few books about 
them. This is a welcome con- 
tribution. 











ergy—either water or gas—must be 
preserved, not thrown away. This 
principle of putting back into the 
reservoir 400,000 barrels daily of 
water produced in East Texas field is 
credited with keeping the old pool 
vigorous long after it otherwise would 
be dead. 

2. “Recognition that you don’t have 
to have wells sunk hub to hub to get 
maximum recovery.” The Railroad 
Commission now requires spacing of 
20 to 80 acres for each oil well, 169 
to 640 acres for each gas well. For- 
merly, an oil field was a forest of ex- 
pensive derricks and pumps. 

3. Gas conservation. A_ relatively 
few years ago, natural gas was con- 
sidered an almost worthless by-product 
of oil. Now Texas gas is piped to most 
of the states, a total of four trillion 
cubic feet annually and prices for it 
are rising. The Railroad Commission 
several times has closed oil fields until 
arrangements are made for marketing 
or repressuring the gas. Thompson be- 
lieves the day is not far distant when 
every new oil field will remain shut in 
until a market is provided for all of 
its gas as well as the oil. 

4. Application of the “discovery 
allowable” principle to encourage 
Texas wildcatters. Extra production is 
permitted in each new field for eight- 
een months, or until six wells are com- 
pleted, to help the operator defray 
exploration costs. As a result, Texas 
reserves have kept abreast of the de- 
mand. 

5. Organization of the Interstate Oil 
Company Commission. Thompson 
helped to create the agency. He served 
three times as its chairman and now 
heads the legal committee. 

“We waged a successful fight against 
federal control,” Thompson said. “The 
states pre-empted the regulatory field 
and we encouraged each state to adopt 
good conservation laws. Nobody wants 
federal control now.” 


THOMPSON, THE MAN 


And who is Gen. Thompson? 

In the Lone Star State, he is gradu- 
ally qualifying himself for inclusion in 
that band of Texans that includes Sam 
Houston, Jesse Jones, Cactus Jack 
Garner, Bob King and other distin- 
guished sons. Thompson started carv- 
ing a career for himself when he was 
still in his teens. 

A shiny new Pierce Arrow automo- 
bile stood outside the Driskill Hotel 
in Austin, Texas, more than 40 years 
ago with a red-haired youngster eyeing 
it eagerly. 

The car was being driven by a sales- 
man. The red-headed spectator was 
Ernest O. Thompson, just down from 
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Amarillo to study law at the Univer- 
sity of Texas. 

The youngster introduced himself. 
The salesman said he wanted to sell 
the car to Justice Reuben Gaines of 
the Texas Supreme Court. The judge 
was interested in buying, but there was 
a serious obstacle. Neither Judge 
Gaines nor his wife knew how to 
drive. 

Volunteer Chauffeur — Ernest 
Thompson volunteered to serve them 
as a chauffeur. The salesman was de- 
lighted and so were the Gaineses. The 
young man stayed on to become 
Gaines’ secretary and almost part of 
his family. 

“That Pierce Arrow was a beautiful 
automobile,” Ernest Thompson re- 
called the other day. “The salesman 
and the judge didn’t know it—but I 
would have paid for the privilege of 
driving it.” 

As in every other job he has tackled 
during a long and distinguished career, 
Thompson didn’t go into chauffeuring 
without knowledge of the subject. He 
was an expert driver. In fact, Thomp- 
son knew the automobile business 
from the inside out even as a teen-ager. 

As a senior student in high school, 
he sold 93 cars in the little plains city 
of Amarillo. Thompson owned the 
Overland and Marian agency. Since 
boyhood, Thompson had been a 
money-maker and a shrewd investor. 

Military activity came early to him. 
His law degree was conferred on 
Thompson at an officers’ training 
camp. He left school without waiting 
for the Commencement exercises, to 
volunteer in World War I. At twenty- 
six he was famous as the youngest 
lieutenant colonel in the American 
Expeditionary Forces, commanding an 
infantry regiment. 

Easy Business Successes—Back in 
Amarillo as a_ civilian, Thompson 
stepped from one business success to 
another during the 1920's. He elevated 
the plains city form a two-story town 
to a fourteen story town by building 
the Herring Hotel. He also owns the 
Amarillo Hotel and is president of the 
firm which owns an eight-story office 
building there. 

Business success Came so easy with 
Thompson that he applied his restless 
energy to public service. 

During the late 1920's, Thompson 
became dissatisfied with Amarillo’s 
utility rates. He was elected mayor on 
a platform of getting lower rates. As 
a result, every utility rate in the city 
was reduced. To dramatize his fight 
against high telephone rates, Thomp- 
son had all the phones removed from 
his hotels. 

When the gas company refused to 
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set rates which Mayor Thompson con- 
sidered low enough, he led the move- 
ment to pipe gas from nearby wells as 
a municipal supply. Amarillo still has 
the lowest gas rates of any city in the 
country. 

Recognition followed—Thompson’s 
efforts as mayor attracted attention of 
Texas Governor Ross Sterling. So in 
1932, Sterling appointed Thompson to 
an unexpired term on the Railroad 
Commission, which also regulated oil 
and gas. The Amarillo redhead has 
been elected regularly since. 

His early months on the Railroad 
Commission came in an_ historic 
period for oil regulation. The huge 
East Texas field was flooding the 
world’s petroleum market. Crude sold 
for ten cents a barrel. 

When Thompson became a Rail- 


HERE'S WHY... 


LOW PRICE 


road Commissioner, Texas was pro- 
ducing 740,000 barrels daily of ten- 
cent crude. Now it produces 2,600,000 
barrels daily of $2.85 oil. The state 
had 47,000 wells in 1932. It now has 
148,800 producing. Moreover, its gas 
wells send more than four trillion 
cubic feet of fuel annually across the 
United States. 

“We have steadily increased 
our reserves,” Thompson added. 
“We have not strained our fields. 
Texas has over half of the na- 
tion’s oil reserves and over half 
of its natural gas reserves. We 
produce proportionately less than 
most of the other states.” 

General Thompson also campaigned 
successfully for Texas to set up a re 
search committee to look for “hidden 
oil.” Billions of barrels of crude exist 


it even costs less than o rebuilt 


old timer; and the savings in installation and 
mointenance are a GASBOY bonus you collect 


over the yeors 


PERFORMANCE 


. proven in famous 


“million-proof” tests... 1,000,000 gal- 
fons pumped without trouble or service, 


or any sign of appreciable wear 


SPEED ...12 gallons per minute 


for fast filling of equipment, 


large and small. 


BEAUTY ... modern streamlined design 


durable baked enamel finish 


ACCURACY... with big, all bronze 


meter. 


ACCESSIBILITY 


removal of housing 


and access to mechanical components is 
@ matter of seconds ... another feoture 


of GASBOY'S advanced design 


FOR SAVINGS...today 
and tomorrow, Buy 
GASBOY...tomorrow’s 
pump you can have to- 
day. Write for complete 
information and prices. 


NEWS 





An unusually large PLANNED stock assures 
IMMEDIATE SHIPMENT of practically any 
standard LELAND Explosion-Proof* Motor you 
require! 

Factory and well-placed branch stocks include 
sizes from 1/6 thru 5 HP, either singlephase or 
polyphase ; standard 4 pole, 1725 rpm... also some 
1140 and 3450 rpm. 

LELAND ’s contribution to the Petroleum 
Industry includes this complete line, in addition 


In stock 
for quick shipment— 


LELAND 


Explosion-Proof* Motors 





to the famous gasoline pump motor developed by 
LELAND more than 30 years ago. 

On motors designed to your special needs we 
can also probably give faster service because of 
the many variations we have already developed 
for others. 

Write for Bulletin 100, and name of your local 
LELAND dealer or representative. 


*Underwriters’ approved for Class 1, Group D, hazardous 
locations: atmospheres containing gasoline, petroleum, navh- 
tha, natural gas, lacquer solvent vapors. ete 


Gg) products are better... by design 


DAYTON I, OHIO 


Division of AMERICAN MACHINE & FOUNDRY COMPANY, New York 
In CANADA, Leland Electric Canada, Ltd., Guelph, Ontario 
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GOVERNMENT 


in known fields, but cannot be re- 
moved by ordinary means. The re- 
search agency has been working for 
several years, and with some success, 
to increase the percentage of recovery. 
[he Railroad Commission, the Uni- 
versity of Texas, Texas A. & M. Col!- 
lege and private industry are cooperat- 
ing in the research. 


THOMPSON, INDUSTRY FIGURE 


While Amarillo still is Thompson's 
home and his first love, he has become 
a citizen of the petroleum world. His 

“He is the greatest living authority 
in the world on conservation,” W. 
Alton Jones said in_ introducing 
Thompson to receive the American 
Petroleum Institute Gold Medal for 
Distinguished Achievement in 1951. 
Jones was API board chairman. 

Thompson is a good listener, but 
he also is a man of action. This has 
been proved many times, both in oil 
regulation and in two wars. Besides 
heading the Railroad Commission— 
which has been described as the most 
powerful regulatory agency in the na- 
tion—Thompson also is a Lieutenant 
General commanding the Texas Na- 
tional Guard. 





States Rightser—Thompson’s phil- 
osophy of regulation is a combination 
of State’s Rights and Business States- 
manship. 

Repeatedly, Thompson has been the 
spokesman for the petroleum industry 
in battling for the tax depletion allow- 
ance and for other measures which he 
believes important to keep an abun- 
dance of oil available in peace and 
war. 

He represented President Franklin 
D. Roosevelt at the World Petroleum 
Congress in 1937 and again was an 
official representative when the Con- 
gress met at the Hague in 1951. On 
assignment from Secretary of War 
Robert Patterson, Thompson surveyed 
oil and gasoline requirements on the 
European battle fronts in 1945. He 
then inspected production sources in 
Iraq, Bahrein Island, Iran, Kuwait, 
Saudi Arabia and Egypt. 

Alaska Field Closed—More recent- 
ly, Thompson surveyed the Point 
Barrow field in Alaska at the request 
of the Navy Department. 

Thompson found that the cost of 45 
oil wells had been $47,000,000. He 
recommended closing the field, which 
was done. 


SHOOT FOR PROFITS!” 


WITH 


MOHAWKS BIG 3 


IN TRUCK TIRES 


Looking ahead, Thompson foresees 
the day when the Middle East’s vast 
oil resources will provide a more 
abundant life for the masses of the 
Orient. For the United States’ petro- 
leum industry, he predicts continued 
growth and prosperity if Congress re- 
tains the tax depletion allowance to 
encourage search for new supplies and 
if imports are restricted to a level of 
truly “supplementing, not supplanting” 
domestic production. 

“The world has an abundance of 
oil,” Thompson said. “A single field in 
Arabia has a reserve of twenty-eight 
billion barrels—equal to the whole 
reserve of the United States. 

“One hundred billion barrels of oil 
have been discovered around the 
shores of the Persian Gulf. . . . Hap- 
pily these fields are located in an area 
that is just coming awake to the use of 
motor vehicles. This shows a Divinity 
which shapes our ends. 

“Petroleum of the Middle East 
can bring a new civilization to 
hitherto backward countries. 

“I view the Middle East oil develop- 
ment not as a menace to our domestic 
producers, but as a blessing. The oil 
should go East, not West.” 


MOHAWK BIG CHIEF 


Fleet owners prefer these heavy 
tread tires for extra mileage 
and recapability. Specially suit- 
ed for farm and milk trucks, 
gravel, logging and mining 
trucks, drive wheels on over-the- 
road trucks. 


MOHAWK SUPER CHIEF 


Improved tread design gives you 
crack protection, long dependable 
skid protection, new super strength 
rayon fabric with uniform cord ten- 
sion for durable recapping foundation. 


MOHAWK CHIEFTAIN 


MOHAWK'S 


Tough, long-wearing carcass features 
flatter, wider tread for more pulling 
power, even load distribution. De- 
signed for today's heavy loads in 
high speed operations. 


complete line of 

quality truck tires fea- 

tures extra deep tread 

depth—they run cooler, last 
longer. 


r 5 


REME R—ALL ‘MOHAWK TRUCK TIRES CARRY A WRITTEN ROAD-HAZARD GUARANTEE! 
THE MOHAWK RUBBER COMPANY 


Plants: Akron, Ohio: Littleton, Colorado * Export Deportment: 1775 Broedway, New York 19, N. Y. 
Cable: "MOHAWK" New York 
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Aerial view of new Rockwell testing station containing every 
facility for petroleum meter proving, research and development. 


Rockwell opens 


world’s iargest meter 


the only one of its kind . . . dedicated to better 


In This Unique Plant We Test Meters Under Every 
Conceivable Operating Condition—Shock Load and 
Abuse Them—Pre-Prove Their Accuracy and Per- 
formance. 


Why ? So you’ll know in advance and for sure that 
Rockwell meters will precisely measure the liquids 
specified—will stand up under stresses and strains far 
above any normal expectancy. 
In this new, completely equipped four acre plant 
Rockwell engineers can duplicate every field measure- 
ment condition; can exactingly test and torture meters 
under actual conditions of pressure, temperature and 
fluid viscosity. 
Mechanized Accounting nis demonstration This practice pays off in greater accuracy, longer 
installation located at indoor test room is used as meter life, less maintenance, and lowered measure- 
a proving ground for mechanized controlled ment costs. That is why it will pay you to make 
mctore. teultiple carbon ticket punters, remote ‘Rockwell Rotocycle meters your preference and save 


registration, automatic shut-offs and similar money on every job. 
apparatus. 
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Laboratory On Wheels Rockwell tank truck 
is about to be loaded at test station through 


Rotocycle meters fitted for remote registration. 
This truck is also used for actual road testing the 
performance of Rockwell tank truck meters. Under- 
ground volumetric prover tank is provided for 
testing truck meters by gravity or pump. 


Five of a Different Kind Five storage tanks 
and multiple runs permit actually testing meters 
on gasoline, fuel oil, bunker “C,”’ sweet crude and 
sour crude respectively. Separate storage and test 
facilities handle LPG meters. There are also two 
underground storage tanks piped to test dispensing 
pump meters. 








measurement for you 


No. 4 Rotocycle Meter 
for loading racks 





No. 6 Rotocycle 
Pipeline Meter 


Rockwell 


ROTOCYCLE 
Meters 


The “heart” of every Rockwell 
Rotocycle meter is this ball bear- 
ing mounted, all-revolving rotor. 








Big or Little—Insist on Rockwell Job-Tested Meters 
the Next Time You Buy of 


The accuracy and durability of the Rotocycle measuring 
principle has been proved by time—its free running, low 
pressure absorbing characteristics area matter of record. Now, 
thanks to Rockwell’s progressive action in establishing testing 
facilities unequalled in industry, you can be sure the Rotocycle 
meters you buy have been custom proved to meet any service 
requirement. There’s a size and type for every need. Write 
for catalog. 


YOU CAN REALLY RELY ON ROCKWELL 


ROCKWELL MANUFACTURING COMPANY PITTSBURGH 8, 


Boston 


PA. 


Atlanta Chicago Dallas Houston N. Kansas City, Mo. Los Angeles New York Philadelphia Pittsburgh San Francisco Seattle Tulsa 


Canadian Gas & Oil Products Sales: Peacock Brothers, Limited 
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STATIONS 


DENVER DEALER’S MOTTO: “Give the customer what he wants” 


How Fire Failed to Beat Good 


(Editor’s Note —A series of 
case histories in the June 30 
NPN related how representative 
dealers had overcome obstacles 
to build up successful service sta- 
tions. The story of two Denver 
dealers was crowded out by lack 
of space. Here is their story.) 

Fire can burn down a service sta- 
tion building but two Colorado men 
can prove that furious oil-fed flames 
can’t burn up a business that’s built 
on friendliness, courtesy and a de- 
termination to “give the customer 
what he wants.” 

Clyde Ashby and Les Hunter pooled 
their savings of $2,450 and 32 years’ 
service station experience in January 
1952. Slowly they built a_ thriving 
business at a service station in Engle- 
wood, Colo., a Denver suburb, 

The station was doing 20,000 gal- 
lons a month when they took it over. 
Two years later they had doubled the 
volume. Then a midnight fire on Dec. 
30, 1953, destroyed the service sta- 
tion building. 

But the gasoline pumps remained 
standing. The ashes were still hot when 
electricians strung a temporary power 
line to supply electricity to the pumps. 

“In an hour we were back in busi- 
ness selling gas,” says Ashby. “We 
didn’t have any water, no air—noth- 
ing. But in the January following the 
fire we sold 25,000 gallons of gaso- 
line,” 

A temporary corrugated metal 
shack, 6 x 6 feet, was erected. It 
served as the service station until a 
new concrete block building was con- 
structed. 

Exceed Pre-Fire Volume—The new 
building was opened March 6, 1954, 
to the accompaniment of a tinkling 


46 


PARTNER Les Hunter fixes a tire 


Service 


MIDNIGHT FIRE razed partners’ service station six months ago 


cash register that logged the sale of 
2,700 gallons of gasoline. Their March 
business grossed $13,000 and by May 
the monthly volume was 40,000 gal- 
lons—back where it was before the 
fire. 


PARTNERS’ BACKGROUND 

Ashby started work at a Cities Serv- 
ice station in Denver in November 
1923. He resigned Jan. 10, 1949, as a 
station manager with Cities Service to 
become sales manager for a jobber 
handling products of Frontier Refin- 
ing Co. 

During Ashby’s last three years with 
Cities Service, Ashby and Hunter 


worked at the same station. After the 
Frontier jobber died, Ashby and Hun- 
ter decided to form their own jobber’s 
business. 

They founded the Western Oil Sup- 
ply, a partnership, in January 1952. 
Between them they raised $2,450. 

“Our first job was to find a small 
pickup truck to deliver oil,” Ashby 
said. “We found a half-ton 1941 
Plymouth. We paid $375 cash for it 
and then went to the bank and bor- 
rowed $400 on it. Then we spent $650 
for a 1946 Dodge truck wagon to de- 
liver gasoline to a few accounts.” 

Hunter said “We knew within the 
first month, though, that we’d have to 
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have a home base—some place to 
operate from. We scouted around and 
found a truck stop station that was for 
sale in Englewood.” 

But the partners didn’t have the 
money to buy it. 

Search for Capital—“We had to find 
somebody with $40,000 to buy the 
real estate and building so we could 
lease it,” Hunter said. “That was a 
real job but we kept looking around 
and finally located a credit manager 
for an auto company who agreed to 
buy the building and lease it to us.” 

“Then we had to raise $2,600 to 
buy the station equipment,” said Ash- 
by. “We didn’t have it, so the station 
owner agreed to take $200 and the 
balance in 12 monthly payments.” 

The partners divided respon- 
sibilities then with Hunter taking 
over operation of the service sta- 
tion and Ashby devoting his atten- 
to their jobbing business. 

“First thing I had to do,” Hunter 
said, “was to clean up the place. It 
was in awful shape. Then we went in 
debt some more for $1,000 worth of 
truck and other tire tools. We also 
put up a $1,000 illuminated neon sign. 

The sign, 35 feet long and 7 feet 
high, is a blazing red arrow—the big- 
gest service station sign in suburban 
Englewood along U.S. highways 85-57. 

“We decided to stay open 24 hours 
a day and had nine employes in the 
station,” Hunter said. “I put everybody 
in uniform and we all met once a 
month at the station to talk about our 
business and figure out ways to build 
it up.” 


SUCCESS FACTOR 


Out of the employe meetings came 
many ideas for boosting sales of oil 
and accessories. 

“One month we gave employes 5 
cents a quart on every quart of oil 
they sold,” Hunter said. “That cost 
us $35 that month.” 

Hunter said a $70 wrist watch was 
offered another month as a prize to 
the employe who sold the most auto 
polish. “We had 10 cases of the polish 
on hand,” Hunter explained, “and it 
sure didn’t last long when the contest 
got going.” 

The most successful incentive 
plan adopted by Hunter was a 
contest for selling fan belts. For 
a two months period, Hunter of- 
fered his employes 25 cents bo- 
nus for each fan belt they sold. 
“What it amounted to was us split- 

ting the 50¢ labor charge with the 
employes,” Hunter said. “Practically 
everyone that buys a belt wants it in- 
stalled. In the rare cases when they 





CODE 


MULTI-LUBE No. O—1—2 


A Highly Controlled, 5400 
Commercially Proved 5405 
Product 5404 
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Temperature Changes 5451 
at All Ranges 5452 

5450 
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MIL-LITH Amend. 2 and Amend. ! 


Fully Conforming with 
the Exacting Specification 
MIL-G-10924 


5401 
5430 


HOMOGH}RATED 
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STATIONS 


didn’t want it put on, we gave the 
employe his 25 cents anyway.” 

The effectiveness of the fan belt 
contest was pointed up when a Denver 
manufacturer of fan belts, the Gates 
Rubber Co., sent a salesman cruising 
throughout Denver visiting service sta- 
tions. The manufacturer paid $5 to the 
first service station worker that sug- 
gested to the cruising salesman that 
his car needed a new fan belt. The 
manufacturer’s agent had to payoff at 
Hunter’s station. 


Employes’ Share—Now Hunter and 
Ashby are dividing with their employes 
1 per cent of the gross sales each 
month. The total is divided among the 
employes on the basis of their length 
of service. 

“This is a sure way to get more 
money going through the cash regis- 
ter,” Hunter said. 

Hunter’s energetic direction of the 
service station operations steadily built 
the sales volume. 

“The station had done a little more 





135 VIKING PUMP MODELS 
feature the NEW MECHANICAL SEAL 


A simple, tested and proved mechanical 
seal is now available in 135 Viking pump 
models. Assures leak-proof operation over 


long service periods . 


. . a feature partic- 


ularly desirable when handling hazardous 


liquids. 
TOTALLY ENCLOSED SINGLE UNITS 





The complete line of totally en- 
closed, all-weather single units in 
capacities of 20, 35, 50, 90 and 200 
GPM are now available with either 
mechanical seal or conventional 





packing. Pumps interchange if re- 
placement is desired at any time. 


Right: Fig. 4162 all-weather single 
unit. 20 to 200 GPM sizes. 














TOTALLY ENCLOSED TWIN UNITS 


The 100 GPM (each pump) totally 
enclosed, all-weather twin units are 
now also available with mechanical 
seal or conventional long packing 
box. These pumps also interchange 
if desired. 





Left: Fig. 4161 all-weather twin units. 
100 GPM each pump. 


OTHER MODELS FEATURE MECHANICAL SEAL 


Standard Viking twin and multiple units as well as Underwriters approved units and 


other “rotor bearing sleeve” type pumps are also available 








——— 


ITA Te 


with mechanical seal. Send for special descriptive folder 
SP-336R today. 


PUMP COMPANY 


CEDAR FALLS, IOWA 





than 20,000 gallons the month before 
we took over,” Hunter said. “By 
March (two months afterward) we'd 
pushed it up to 25,000. Gradually we 
increased about 5,000 gallons a month 
until August when we hit a peak of 
59,000 gallons.” 

July and August are high gallonage 
months in Colorado because of heavy 
summer tourist travel but even after 
the vacation peak, sales held steady a 
little above 40,000 gallons a month 
until the fire destroyed the station 
building. 

Oil sales “stayed generally at 2 per 
cent of our gasoline volume,” Hunter 
said. The station sells only Frontier 
gas but it stocks 19 different brands 
of motor oils. “We stock everyone of 
these oils in 10 to 40 weights,” Hunter 
said. “It’s really rare when a customer 
asks for an oil that we don’t have.” 

Hunter feels, and he’s joined by 
Ashby, that the wide variety of oil 
brands is a key factor in pleasing their 
customer. “We don’t have to push any 
particular brand, we let the customer 
ask for what he wants and we give it 
to him.” 

Hunter tabs his lubrication pit “the 
longest and cleanest in town.” The 70 
toot pit can accommodate three cars 
at a time. “And we can handle the 
biggest truck,” Hunter added. 

“Gas” sales are by far the station’s 
biggest business. Hunter said the $13,- 
GOO volume in March 1954 included 
$723 in accessory sales, $312 in labor 
and $258 oil sales. 

Fire Aftermath—Whi'e the fire was 
a distressing experience for Ashby and 
Hunter it also had some rewards. “The 
day after the fire,” Ashby said, “about 
every major oil company in Denver 
called us up and offered their help. I 
even got a call from Cities Service in 
Kansas City wanting to know what 
they could do for us.” 

After the fire, the property owner 
rcbuilt the station but it was up to 
Ashby and Hunter to buy on credit 
$1,500 worth of merchandise, $2,000 
worth of equipment including air tools 
and $1,600 worth of fixtures and other 
furnishings. 

The invitations distributed by Ashby 
and Hunter for their opening told of 
their determination to stage a suc- 
cessful comeback. It was pointed up in 
this motto: 

“The fire we had is a thing of the 
past—our new building a thing of the 
future.” 


(Editor’s note—Next week, NPN 
will print the story of a Washington, 
D.C. dealer who found it difficult to 
get started but who now has a going 
business.) 
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TIRES—BATTERIES—ACCESSORIES 


Dealers Must Be Taught Antifreeze Facts 
7 


We 
&, 
\ 


By 
Frank C. Sturtevant 
TBA Editor 


Asked for a yes-or-no opinion, 45 
out of 100 service station operators 
think there is no harm in leaving last 
year’s anti-freeze in the car. 


Furthermore, 7.4% of the dealers 
actively encourage customers to re- 
use old antifreeze. 

And another group of 21.4% of the 
dealers don’t seem to know whether 
the idea is good or bad. 

These are some of the results of a 
field survey made this year by Com- 
mercial Solvents Corp. 

Personal interviews were obtained 
with 650 dealers in three cities in an 
area which accounts for 10% of the 
annual consumption in the U.S. of 
glycol-type antifreeze. 

This furnishes additional proof of 
one of the most troublesome problems 
of dealer education which confronts 
the oil industry. There are far too 
many dealers who are not convinced 
that continued use of permanent anti- 
freeze invites corrosion of the cooling 
system. 

The survey consisted of three ques- 
tions. 

Question Number One—tThe dealer 
was asked for his opinion on whether 
the practice of using permanent-type 
antifreeze for more than one winter 
was increasing or decreasing. These 
are the answers: 


Average for 

three cities 
Increasing 34.8% 
Decreasing 29.9 
About the same 37.5 


If the dealer appraisal of the situa- 
tion is anywhere near right, the fact 
that 72% feel that re-use remains at 
the same level or is on the increase 
calls for drastic action. 

Much remains to be done to edu- 
cate the dealer and the motoring 
public on the hazards of prolonged 
antifreeze use. 


Question number two asked the 
dealer whether he encourages or dis- 
courages the re-use of glycol anti- 


freeze. The answer came out this way: 


Average for 

three cities 
Encourage 7.4% 
Discourage 71.0 
Neither 21.4 


Question number three asked: “Do 
you think it is safe to use permanent- 
type antifreeze for more than one 
winter?” This was the dealer response: 


Average for 

three cities 
Yes—safe 45.8% 
No—not safe 53.5 


While it might be comforting to 
note that 71% of the dealers say they 
discourage re-use, the question arises 
as to how often they take positive ac- 
tion to warn customers of the danger. 
Or how sincere their recommendation 
might sound, when almost half of all 
dealers don’t believe there is any 
danger in the practice. 

Apparently a large segment of serv- 
ice station operators are skeptical of 
the stand taken by recognized techni- 
cal agencies and societies. Certainly 
all technical reports on the subject of 
cooling system corrosion are unani- 
mous in their warnings about the lim- 
ited life of corrosion inhibitors. Both 
oil companies and antifreeze manu- 
facturers have made these technical 
reports available to all dealers. 

Dealer Influence—In most cases 
the motorist is strongly influenced by 
what the dealer tells him. It looks very 
much as if a steady campaign will 
have to be carried on from all sides to 
win dealers over. Once they take an 
active interest in opposing the con- 
tinued use of permanent-type anti- 
freeze they can in turn persuade many 
more car owners to discard antifreeze 
after one season. 

When they do that they will be ex- 
panding their sales of glycol antifreeze 
instead of deliberately shutting off 
sales, as many of them are now doing. 


Fair Trade Prices Upheld 

Today it is taken for granted that 
antifreeze can be bought wherever 
gasoline is dispensed. As a result the 
oil industry has to be concerned with 
the growing resentment of dealers who 
are often called upon for free service 
in connection with antifreeze bought 
elsewhere. Here is a policy statement 
just issued by National Carbon Co., 
antifreeze manufacturer: 

“From time to time reports are 
heard concerning nationally advertised 


July 14, 1954 + NATIONAL PETROLEUM NEWS 


products which are made available to 
employe groups at reduced prices. 
Naturally, this is an annoying situa- 
tion from the standpoint of the ma- 
jority of legitimate dealers whose 
livelihood depends on making a fair 
profit by retailing these products at 
fair trade prices.” 

Dealer Protection—“National Car- 
con Co. was recently asked what steps 
they are taking to protect the many 
dealers handling ‘Prestone’ antifreeze, 
in view of the inclination of some 
employers to purchase products for 
resale at reduced prices to their em- 
ployes. National Carbon points out 
in reply that ‘Prestone’ antifreeze is 
fair traded in 43 states having Fair 
Trade laws which specifically pro- 
scribe such sales of products to em- 
ployes. 

“*Prestone’ antifreeze is marketed 
through distributors who are agents of 
National Carbon Company, a division 
of Union Carbide and Carbon Corpo- 
ration. These agents have been in- 
structed to require purchasers of 
‘Prestone’ antifreeze for fleets to sign 
an order form which specifically pro- 
vides that the product shall not be 
sold at less than the Fair Trade price 
where Fair Trade contracts are in 
effect. Following is a quotation of this 
legal provision in the order form to be 
signed by fleet purchasers: 

‘Agreements establishing the 

prices of $2.95 per gallon in 
cans, $3.20 per gallon in quart 
cans and 80¢ per quart in quart 
cans as the minimum (Fair 
Trade) ‘prices for the resale at 
retail on and after April 1, 1954 
of ‘Prestone’ brand antifreeze are 
in effect in all states in the United 
States except Florida, Michigan, 
Missouri, Texas, Vermont and 
the District of Columbia. Pur- 
chaser agrees not to resell anti- 
freeze delivered hereunder at a 
price less than such Fair Trade 
prices or in contravention of any 
applicable state statute proscrib- 
ing sales to employees and 
others.’ ” 

No Sales to Employes—‘‘Obviously, 
in the case of a product that is na- 
tionally distributed and has sales total- 
ing millions of gallons annually, it is 
beyond the company’s ability to con- 
trol absolutely every sale that is made. 
However, the company has spent a 
great deal of time and effort explain- 
ing to industrial concerns that their 
sale of any antifreeze product to em- 
ployes at less than retail prices is un- 
fair to the thousands of dealers who 
make antifreeze an important part of 
their business. In keeping with this 
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policy, National Carbon does not sell 
‘Prestone’ antifreeze to its own em- 
ployes, or to those of other Union 
Carbide divisions. 

“National Carbon Company realizes 
that one of the reasons for the success 
of ‘Prestone’ antifreeze as the leading 
product in its field has been the whole- 
hearted support that dealers have 
given it. Further, dealers have the 
knowledge and the facilities necessary 
to provide services which may be re- 
quired to the car when antifreeze is 
installed. Naturally, it is in the best 











interests of the manufacturer, the 
dealer and the public at large to have 
antifreeze sold and installed by dealers 
who are competent to do the job right 
and who have a definite interest in 
doing so because of their obligation 
to their customers. 

“According to a National Carbon 
spokesman, the company will continue 
to do everything in its power to uphold 
the established Fair Trade prices for 
‘Prestone’ antifreeze for the benefit of 
retailers, who are entitled to a fair 
profit and an unrestricted market.” 








The Head that 
“STAYS AWAKE?” 
in modern pumps...the 
VEEDER-ROOT COMPUTER 


In all repairs, it pays to be sure that genuine Veeder-Root Parts are 
used throughout. And if it’s rebuilt computers you need, then be 
sure they’re rebuilt at the Veeder-Root Factory. 





World's Most Experienced Makers of Counters & Computers 


VEEDER-ROOT INC., HARTFORD 2, CONNECTICUT 
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Motor Oil Reserve Device 

The Automatic Oil Reservoir Co., 
P.O. Box 538, Oaklawn 70, IIl., offers 
as an accessory a reservoir to hold a 
quart of oil, combined with a dash- 
board light to warn the driver when the 
reserve is used up. According to the 
manufacturer, after the device is in- 
stalled on a car, an extra quart of oil 
can be poured into the crankcase 
through the regular filler opening. The 
extra quart is then retained in the 
reservoir and automatically supplied to 
the engine as crankcase oil is used. The 
warning light comes on when the reser- 
voir is empty. 


New Tung-Sol Carton 


Tung-Sol Electric Inc., Newark, 
N.J. is now using a new carton design 
for packaging sealed beam lamps, and 
has dropped entirely the tuck-flap car- 
tons by the lamp industry for many 
years. 

The new carton is completely 
sealed, imparting greater rigidity, so 
as to cut down breakage in shipping 
and handling. It also eliminates any 
danger of the lamp falling out of the 
carton. And the new cartons will stack 
better. Voltage characteristics, lamp 
part number and type of vehicle are 
imprinted on the front and back of 
each carton. 


Bug Remover Sponge 

The Burgess Bug Remover Sponge 
is the name of a new product made 
and sold by the Burgess Cellulose Co., 
Freeport, Ill. The sponge, which picks 
up and holds water, is encased in a 
strong outer cover of fabric which 
provides an abrasive surface. As a 
customer convenience, the sponge 
units come packed in _ individual 
water-proof polyethylene bags. 
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EQUIPMENT 


Trucks for Storage 


Made of welded steel construction, 
new two-ton capacity heavy duty stack- 
ing box trucks are designed to facilitate 
storage of small parts and other bulk 
material. The units are made with cor- 
rugated steel sides. Square tubular up- 
rights with nesting cape provide maxi- 
mum strength for safe stacking. Ma- 
neuverability is provided. with free- 
wheeling, six-inch swivel casters. Rack 
Engineering Co. 

Circle No. 1 on Reply Coupon 


Truck Lifts Pallets 


The need for fast, one-level mobil- 
ity is met by a 2,500-lb. capacity 
lightweight pallet lift truck. The low 
priced unit is available in 24 and 27- 
in. widths and 36, 40, 42 and 48-inch 
fork lengths. It will accommodate 
virtually any pallet size or type, single 
or double-faced. Most models of the 
new truck weight less than 300 Ib. 


All wheels are of ball bearing design, 
with extra ball bearing booster rollers 
to provide easy entry into double-faced 
pallets. West Bend Equipment Corp. 

Circle No. 2 on Reply Coupon 


Route Marking Board 


A perforated panel, four feet 
square, can be used for marking 
delivery routes or recording other 
changeable data. Permanent date can 
be shown with ink and colored strip- 
ping enamels. Changeable routes or 
other data are recorded with remov- 
able letters and figures, gummed 
labels and tapes. The board is 1/8- 
inch pressed wood, perforated with 
.079-inch holes on %-inch centers. It 
is mounted on a wood frame and 
finished in a flat diagram-green lac- 
quer, and is suitable for wall mount- 
ing. Power Dispatchers Equipment 
Co. 

Circle No. 3 on Reply Coupon 


Tandem Model Added 


A 6x2 tandem truck now in pro- 
duction is claimed to be the first 
factory-engineered unit of its type. 
The new vehicle features power only 
to the rear axle of the tandem assem- 
bly, while the front axle is “dead.” 
Some advantages claimed by the man- 
ufacturer are: weight-saving through 





elimination of the usual auxiliary 
transmission; reduction in loss of 
horsepower from flywheel to tires; 
shorter wheel base (as low as 140”) 
to reduce overall length; faster load- 
ing because there is less concern for 
balancing the load for axle road 
limits; lower cost than the conven- 
tional 6x4 tandem. Reo Motors, Inc. 

Circle No. 4 on Reply Coupon 


LITERATURE 


Wi ping Cloths Analyzed 


Important wiping qualities of 21 
basic types of cloths are analyzed and 
compared in the new Readywipe 
wiper quality chart. Absorbency, lint- 
lessness, softness, durability, fabric 
weight, color fabric type, weave, shape 
and size all are covered. Charles 
Belsky & Sons, Inc. 

Circle No. 5 on Reply Coupon 


Pump Line Catalogued 


A 32-page catalog, called “encyclo- 
pedic in scope” by the company, runs 
through the complete Versatal ma- 
terials pumping line. Examples of the 
handling of oil products and other 
materials are illustrated with 42 pic- 
tures. Also included are a section on 
accessories and information on the 
testing of materials to determine 
whether they can be handled effi- 
ciently with Versatal pumps. Alemite 
Division, Stewart-Warner Corp. 

Circle No. 6 on Reply Coupon 


Light Facts Given 


Station Master island lighting facil- 
ities are covered in a new bulletin. 
The two-page sheet gives specifica- 
tions on construction, finish, dimen- 
sions, and wiring and _ electrical 
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components, along with catalog num- 
bers. Also included is a section on 
“exclusive features” and a statement 
of the Station Master guarantee—for 
16 months against mechanical and 
electrical defects. Campo Corp. 
Circle No. 7 on Reply Coupon 


Oil Recovery Data 

Kleer-Stream automatic oil recov- 
ery units designed for use with parts 
washers, coolant sumps and reservoirs 


handling liquids containing oil are 
described in a new two-page bulletin. 
Simple, nontechnical language is used 
in the publication. Some of the oper- 
ating features claimed in the bulletin 
for the units are a wide range of 
application, automatic operation, 
rapid separation, simple adjustment, 
high capacity dual pumps, minimum 
maintenance, easy accessibility and 
the use of safety interlocks. Detroit 
Harvester Co. 


Circle No. 8 on Reply Coupon 
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GPsE Steel Containers 


fo 


_ The open-top, lug-cover 
grease pail shown here is: 
just one of many G. P, & F. 
steel containers ready to _. 
go to work for you. Sturdy, 
air-tight and leak-proof, 
these grease pails are 
available in 25-Ib.* 

_ Size (3¥2 gal.) and 
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IN SOLID COLORS 


or LITHOGRAPHED IN 


YOUR OWN DESIGN 


IT PAYS TO LOOK 
AT THE COMPLETE 
G. P. & F. LINE! 


Deliver the goods safely and 
attractively in G. P. & F. 
steel containers. Just tell us 
what your line is. We're 
sure we have just the right 
container for you in our 
line! And remember, you 
can order in straight car- 
loads, mixed carloads 

or smaller quantities. 


GEUDER, PAESCHKE & FREY CO. 


425 NORTH 15TH STREET © MILWAUKEE 1, WISCONSIN 
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H. C. Stivers W. R. Kline 

H. C. Stivers, former sales manager 
of the Texas and Louisiana territory 
for AP Parts Corp., will move to To- 
ledo, Ohio, as assistant sales manager. 
William R. Kline of Houston, for- 
merly Stivers’ assistant, will take over 
the Texas-Louisiana area. 

* 

Fred S. Ehrman, general sales man- 
ager of the Bowser, Inc., Ft. Wayne, 
Ind., division, has been elected a mem- 
ber of the board of directors. He will 
continue as president of the Briggs 
Filtration Co., Washington, D.C., a 
Bowser subsidiary. 

o 

Harry L. 
White, new sales 
manager of the 
Autocar Division, 
White Motor 
Co., Exton, Pa., 
formerly man- 
aged the Pitts- 
burgh _ branch. 
White, a vice 
president of the 
Autocar Sales 
and Service Co., 
replaces W. M. Taylor, who has re- 
signed. The new sales manager joined 
Autocar as a salesman. 


L. White 


Chester J. 
Noonan, vice 
president of 
United States 
Rubber Co., 
takes over the 
newly created 
postion of execu- 
tive general man- 
ager of the me- 
chanical goods 
and general prod- 
ucts divisions. He 
lives in Stamford, Conn. Also in the 
mechanical goods division, H. Leon 
Moran has been appointed new prod- 
ucts manager and Matthew J. Dele- 
haunty is manager of commodity 
sales. Moran makes his headquarters 
in Ft. Wayne and Delehaunty is asso- 
ciated with the central office in New 
York City. 


C. Noonan 
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EXPANSION 


Station Permits Off After 6-Month Climb 


Service station building per- 
mits took a slight downward turn 
in April, compared with the 
March figure. Eight fewer per- 
mits were approved, for a de- 
crease of 1.5%. 

This is the first month the number 
of permits has declined since last 
December. 

In spite of the drop in the number, 
however, value of permits issued in 
April was up 3.8% over the March 
valuation. 

When the April figures are com- 
pared with the same month last year, 
they show an increase of 14.7% in 
the number of permits issued and a 
jump of 22.8% in dollar valuation. 

Largest drop in number of permits 
issued was in the West South Cen- 
tral region, where the figure fell off 
from 90 in March to 67 in April. 
Close behind was the Middle Atlantic 
with a drop from 68 to 46. 

On the plus side was New England, 
when the number of permits more 
than doubled—from 15 in March to 
33 in April. Most of the activity was 
in Massachusetts. where 21 permits 
were issued in April, against 8 in 
March. 

Cities containing about 85% of 
the urban population of the country 
are the basis for this building permit 
survey. 

But the totals do not give a positive 
indication of the number of service 
stations actually built. No adjustment 
is made for lapsed building permits 
or for the lag between issuance of 
the permit and beginning of con- 
struction. 

The tabulation is made by the 
Bureau of Labor Statistics and per- 
tains only to gasoline service station 
construction within urban places. The 
urban classification, as defined by the 
Bureau of the Census, includes only 
incorporated places with a population 
of 2,500 or more in 1940 and, by 
special rule, a small number of unin- 
corporated civil divisions. 


Nebraska Product Line 


Great Lakes Pipe Line Co. is com- 
pleting 132 miles of eight-inch line 
from Nebraska City to Doniphan, 
Neb., where a new terminal is being 
built. Transport deliveries from the 
new terminal will start about July 26. 
The present completion is part of a 
total of 714 miles of new lines to be 
built. 


Region and State 


Total 


New England 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


Middle Atlantic 
New Jersey 
New York 
Pennsylvania 


East North Central 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


West North Central 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


South Atlantic 
Delaware 


Washington, D. C. 


Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 

West Virginia 


East South Central 


Alabama 
Kentucky 
Mississippi 
Tennessee 


West South Central 


Arkansas 
Louisiana 
Oklahoma 
Texas 


Mountain 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 


Pacific 
California 
Oregon 


Washington 
* Preliminary. 
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April 
1954* 


$7,071 


382 
18 
39 

252 

5 
4 
64 


694 


284 
287 


649 


Valuation 


March 
1954 


$6,812 


148 
10 


74 
30 
24 
10 


929 
336 
240 
353 


547 
402 
188 
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ITSO )NKE - - - interpreting the oil news 


Atlantic Coast 


By 
Raymond E. Bjorkback 


Station Organizing Lag 


Renewed efforts to organize Phila- 
delphia service station employes have 
boomeranged on the AFL Teamsters 
Union of late. 

The Petroleum Retailers of Phila- 
delphia reportedly has parted com- 
pany with the union. The Teamsters 
are said to have signed a contract with 
a dealer regarded by the association 
as a price cutter. This was deemed a 
violation of the contract the associa- 
tion signed with the union last fall. 

Picketing of two stations has moved 
one of the dealers to advise his sup- 
plier he intends not to renew his lease, 
expiring July 31. 

It has revived membership interest 
in the Auto Service Station Assn., or- 
ganized in opposition to earlier Team- 
ster activity. 

Also, it’s spurred 14 South Phila- 
delphia dealers to undertake to set up 
an Opposition association of their own. 

In the face of all this, the Team- 
sters have withdrawn their pickets, 
and are reported taking stock of the 
situation. 

The union purportedly enrolled three 
employes of Esso Dealer Ben Brown. 
But by doing so, and picketing him, it 
has caused him to lose interest in stay- 
ing in business. He’s currently operat- 
ing his station without help. 

In picketing the second retailer, 
Mobilgas Dealer Howard Drager, the 
Teamsters caused only a temporary 
falling-off of his business. 


New Atlantic Distributor 


Drake and Mills Oil Co., Inc., Syra- 
cuse, N.Y., has become a_ branded 
distributor of heating oil for Atlantic 
Refining in Syracuse and vicinity. 

It has broken a 25-year private- 
brand tradition for a long-term con- 
tract under which Atlantic has turned 
over to it between 600 and 700 ac- 
counts representing about 1,000,000 
gals. per year, according to E. C. 
Drake, president. 

The arrangement, he emphasizes, 
does not alter the full-line distribu- 
tion of Socony-Vacuum products by 
the Cazenovia Gas and Oil Co. divi- 
sion of Drake and Mills, in Madison 
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County and part of Onondaga County. 

Neither does it alter Drake and 
Mills’ distribution of Kendall motor 
oils and other products in Onondaga 
and Oswego counties. 


Flagging the Tax 


Eastern state Petroleum Industries 
Committees have taken the lead in the 
new (east of the Rockies) service sta- 
tion pump decal program to make 
motorists aware of the amount of 
taxes they pay when they buy gasoline. 

Decals already are up in Delaware, 
Connecticut and Maine, showing what 
the respective levies are. Others will 
be up soon in Rhode Island. 

The very first went on pumps at 
Rehoboth Beach, Del. 

Backers of the plan suggest the 
decals will convey news to a lot of 
station hands as well as motorists. 
They report they’ve often encountered 
men on pump islands who couldn’t 
say off-hand how much of the selling 
price was taxes. 


Midwest 


By Leonard Castle 


Educational Programs Take Hold 


Minnesota and Michigan are the 
first Midwest states to formulate spe- 
cific plans for educational programs 
this fall to upgrade the oil jobber. 

Most other state associations are 
studying the matter and several of 
them expect to institute programs 
late in the year as suggested by the 
National Oil Jobbers Council at its 
two most recent meetings. 

The Minnesota program, sponsored 
by the Northwest Petroleum Assn., 
will be along the lines of the Dis- 
tributive Education program originally 
set up early this year by the Texas 
Oil Jobbers Assn. 

In September, the Michigan Petro- 
leum Assn. will start a series of school 
sessions designed to teach jobbers and 
their employes how to properly in- 
stall, service and maintain fuel oil 
burners as one of the most important 
measures to forestall the encroachment 
of natural gas. 

In Minneapolis this week, officers 
of the Northwest Association were 
conferring with officials of the Uni- 
versity of Minnesota to set up a 
schedule of Distributive Education 


courses throughout the state next fall. 

L. T. White attends—Present also 
at the conferences was L. T. White 
of Cities Service, vice chairman of the 
API’s Marketing Personnel Training 
Committee who is described as the 
“high priest” of Distributive Educa- 
tion. White, who has spread the gospel 
of Distributive Education before vir- 
tually every jobber association in the 


‘ land, as well as NOJC was lending 


his widespread knowledge and ex- 
perience in helping to work out the 
subject matter for the initial courses. 

The Michigan Association also ex- 
pects to organize DE courses later in 
the year. But first, as a means of pro- 
moting fuel oil as the best heating 
fuel, it will sponsor a series of burner 
clinics in co-operation with local 
school systems in six or seven cities. 
Also participating will be the Oil Heat 
Institute of America and various 
burner manufacturers. 

A Need for Burner Clinics—“We 
decided to establish the burner clinics 
because we found that most of the 
complaints from fuel oil customers 
concern maintenance and operation of 
the burners, not the fuel,” said Joseph 
D. Hadley, executive secretary. 

“If fuel oil distributors themselves 
handle the service and maintenance 
of burners, they will eliminate the 
biggest customer complaint against 
fuel oil. They must train themselves 
and their employes to give satisfactory 
service. Once that is done, their cus- 
tomers will have little reason to turn 
to any other heating fuel.” 

Heading the committee which is 
setting up the program is George 
Begick of the Lansing Oil Co., Lan- 
sing, Mich. Other members are J. W. 
Torrence of the Torrence Oil Co., 
Birmingham; George Schierson of 
Beacon Oil Co., Adrian, and Frank 
Fehsenfeld of the Crystal Flash Petro- 
leum Corp., Grand Rapids. 

The first course will open Sept. 22 
in Grand Rapids and will continue 
for 18 weeks with one evening session 
a week. Other schools are planned 
definitely for Port Huron, Detroit and 
Lansing. Tentative plans are being 
made for schools at Kalamazoo, 
Muskegon and Traverse City. 

Classes Fill Up—Initial response 
among jobbers has been excellent, 
according to Joe Hadley. Each ses- 
sion will be limited to 60 or 70 persons 
with a registration fee of $10 each 
for the course. Already, the classes 
for Grand Rapids, Port Huron, De- 
troit and Lansing are virtually filled. 

Included in the curriculum for the 
Grand Rapids course are these sub- 
jects: : 

Introduction to automatic oil heat- 
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ing and proper installation; Webster 
Fuel Oil Units; Sunstrand Fuel Oil 
Units; motors and transformers; vapor- 
izing burners; General Electric units 
and controls; advanced oil heat train- 
ing; introduction to automatic electric 
controls; layout of warm air systems 
and overhead units; blower operation 
and problems; combustion testing and 
trouble shooting; air conditioning; 
composition of fuel oils. 


Oil Men Are Hosts 


Michigan oil men were hosts July 
8 at a cocktail party in Detroit for 
state officials from throughout the 
nation who were attending the annual 
convention of the National Associa- 
tions of Secretaries of State. Co-spon- 
soring the affair were the Michigan 
Petroleum Assn., The Michigan Petro- 
leum Industries Committee and the 
Michigan Oil & Gas Assn. 


Saginaw Valley Club Election 


New president of the Saginaw 
Valley (Mich.) Oil Men’s Club is 
William H. Nickodemus of Saginaw, 
who succeeds William Trunklein of 
Frankenmuth. Other officers are: Sel- 
win Schwab, Bay City, vice president; 
Gordon H. Wilson, Saginaw, secretary, 
and J eslie R. Chase, Bay City, treas- 
urer. The club will hold its annual 
summer outing August 17 at Pincon- 
ning. 


Pacific Coast 


By Charles N. Pollak 


Smog Season Arrives 


Cool, misty mornings and agreeably 
overcast afternoons had characterized 
Los Angeles basin weather for some 
weeks prior to the Independence Day 
holiday. There was some smog, of 
course, but it hadn’t been the kind to 
provoke angry statements to the press. 

After the holiday, motorists return- 
ing to the city knew immediately 
that an abrupt change had taken place. 
The rather pleasant overcast gave way 
to day-long brilliant sunshine. In the 
early morning, suburban residents 
were dismayed to see long brown fin- 
gers of smog stretching out toward 
them from the central business and 
industrial district. 

And, during the day, the Air Pollu- 


tion Control District was deluged with 
telephoned complaints of eye irrita- 
tion—calls which are used as one in- 
dex of smog density. Appropriately, 
the district had exhibited uncanny 
timing by picking the previous week 
to issue its traditional warning that the 
smog season was about to begin. 

A New Policy—The oil industry, 
with similar good timing, gave evi- 
dence that it stands ready to imple- 
ment its new, positive policy toward 
smog. As an example, the public 
learned that the battle against air pol- 
lution is, for the first time, being 
carried to oil industry marketing in- 
stallations. Significantly, the initiative 
in this broad and little understood 
phase of the battle came from the oil 
companies themselves. 

Concretely, Standard of California 
announced that it would build the first 
vapor recovery system ever devised 
for tank truck loading facilities in the 
basin. Standard said $40,000 was be- 
ing appropriated to install vapor con- 
trol equipment at its Clearwater ter- 
minal, east of the city of Compton. 

President T. S. Petersen empha- 
sized that the company was taking this 
action voluntarily, not as a conse- 
quence of any governmental regula- 
tions. “While it has not been de- 
termined that loading operations 
contribute in any way to smog condi- 
tions,” he said, “and frankly we do 
not believe that they do, we intend to 
make any reasonable effort which may 
conceivably help to solve the air pollu- 
tion problem.” 

The announcement said the device 
would draw off vapors escaping at the 
point of contact between loading hose 
and tank truck, pump them through 
a set of processing units and eventu- 
ally return them to the loading system 
as usable liquids. Standard added that 
its other large terminals in the Los 
Angeles area will be similarly equipped 
if the Clearwater unit lives up to 
expectations. 

Only The Beginning—P. S. Ma- 
gruder, executive vice president, Gen- 
eral Petroleum Corp., and chairman 
of the Western Oil and Gas Assn. 
smoke and fumes committee, told 
NPN that Standard’s disclosure was 
only the beginning. He said that the 
Standard device, along with a GP in- 
stallation announced in May, would 
serve as pilot systems for the rest of 
the industry. 

His company had revealed plans for 
two installations to be added, at a 
total cost of more than $126,200, to 
loading racks at the Torrance Refinery 
and Vernon distribution plant. Unlike 
the Standard system, GP expects to 
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incinerate trapped vapors in nearby 
boiler plants. 

While the Clearwater installation 
will recover hydrocarbon fluids, Stand- 
ard does not regard it as a facility 
which will have a reasonable pay-out 
period—one company technician cal- 
culated it at around 20 years. 

A Goal Is Set—Magruder said that 
after the pilot systems are in opera- 
tion, it would be up to the other ma- 
jors to appraise them and install the 
devices best suited to their purposes. 
In any case, he declared, the industry 
expects to control vapor loss at every 
Los Angeles basin rack loading in ex- 
cess of 20,000 gal, per day by May of 
next year. 

May 1, 1955, is the deadline set by 
the county’s Rule 56 for completion 
of control measures on some 495 tanks 
of 1,000 bbl. or greater capacity. Un- 
der the circumstances, the industry 
feels that there will be considerable 
public relations value to being able to 
announce on that date that large- 
volume loading operations have also 
been controlled, and on an entirely 
voluntary basis. 

Magruder also stated that the indus- 
try does not believe that it is practical 
or necessary to apply control measures 
to loading facilities accounting for a 
smaller volume of gasoline. Air Pollu- 
tion Control authorities have had the 
whole problem of gasoline marketing 
installations under study for many 
months but have as yet made no pro- 
posals of the Rule 56 type for racks, 
trucks or service stations. 

The Serve Yourself & . Multiple 
Pump Assn., whose members operate 
many of the high-volume multipumps 
in the basin, recently expressed itself 
in favor of “vapor-return controls on 
our vent pipes” as long as all 6,200 
service stations in the metropolitan 
area take identical action. “Control 
us, and you get that much closer to 
our customers,” an association state- 
ment said in a reference to the even- 
tual necessity for the basin’s more than 
2,000,000 vehicles to be equipped 
with devices to complete the combus- 
tion of exhaust gases. 


Independent Grows 


Coldiron and Peoples Oil Co., north- 
ern California oil jobber, will extend 
marketing operations into the state of 
Oregon with six service stations. 

Construction has started on stations 
in Portland, Eugene and Salem, ac- 
cording to William D. Coldiron, presi- 
dent. The company distributes prod- 
ucts of Fletcher Oil Co. and has a 
volume of about 700,000 gal. of gaso- 
line a month through 31 outlets. 
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Atlantic Coast ‘Gas’ Prices Tumble 


Gasoline prices took a general beating in most 
markets east of the Rocky Mountains last week 
and especially along the Atlantic Seaboard where, 
in some areas, tank wagon postings dropped as 
much as 1.5¢ gal. 

Crude oil was having its troubles too. As much 
as 25¢ bbl. was lopped off posted prices in some 
central states fields. And Sohio Petroleum Co., 
subsidiary of Standard Oil (Ohio) made a sharp 
cut in its takings in same general area. 

Other changes in refined products prices were all on 
the downside: 

—AIl grades of motor fuel were quoted 0.25¢ gal. lower 
in the Gulf Coast and Oklahoma markets; 

—Propane prices were off 0.5¢ gal. in coastal areas. 

The general market situation presented a bleak picture 
for the refiner. Even before the past week’s price cuts, 
the spread between the refiner’s crude oil costs and his 
return from refined products had narrowed another 2¢ 
bbl. from May to June, according to report of the Inde- 
pendent Petroleum Assn. of America (see P. 59). 

The lone bright spot of the week was the 3.6 million 
bbl. drop in primary stocks of gasoline reported by API 
for seven-day period ended July 2. 

‘Gas’ Cuts Cover Seaboard—Reductions in tank wagon 
prices for gasoline in amounts ranging from 0.1¢ to 1.5¢ 
gal. covered the entire eastern seaboard area, from Maine 
to Louisiana, and major suppliers were pretty much unan- 
imous in stating that they were meeting competition in 
announcing price cuts. 

Downward move by Atlantic Refining Co. on July 8 
covered entire state of Pennsylvania. Amount price was 
reduced varied, but reduction to dealers at Philadelphia 
was 1.5¢ and at Pittsburgh, 1.3¢. 

Sun Oil Co. reduced prices in four eastern Pennsylvania 
counties, including Philadelphia, on the same date, and 
later met reductions posted by other major suppliers else- 
where in the east. 

Socony Cuts In 11 States—On July 9, Socony-Vacuum 
lowered its gasoline postings in amounts ranging from 
0.1¢ to 1¢ gal. in 11 eastern states and District of Colum- 
bia. The reduction, company’s fourth in past eight months, 
was effective in Maine, Vermont, New Hampshire, Massa- 
chusetts, Rhode Island, Connecticut, New York, New 
Jersey, Pennsylvania, Delaware, Maryland, and D.C. 

Socony said that “relatively large number of depressed 
price areas in the eastern market, as well as some weakness 
in the primary markets” brought on the cuts. These 
conditions, it added, “indicated a need for a general 
price adjustment.” 

Socony’s reductions applied to all levels of delivery, 
although there were exceptions where price wars already 
had “depressed prices unreasonably low.” 

In New York City metropolitan area, dealer tank 
wagon posting for Mobilgas (regular) was down 0.5¢ to 
15¢. See P. 66 for Socony’s new prices at other points. 

Esso Standard Meets Reductions—General reduction 
in its gasoline prices, effective July 9 and 10, was made 
by Esso Standard Oil Co. throughout its eastern marketing 
territory. Cuts for most part ranged from 0.5¢ to 0.7¢ 
gal. 

Esso said it was meeting competition in making reduc- 
tions in New England, New Jersey, Pennsylvania, Mary- 
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land and District of Columbia, effective July 9. And on 
July 10, company reduced its prices, all methods of de- 
livery, at points in Virginia and southward throughout 
its marketing territory to include Louisiana, Tennessee, 
and Arkansas. At Newark, N. J., dealer tank wagon was 
down 0.5¢ to 14.7¢. Deepest cut was at Charleston, S. C., 
where dealer tank wagon was off 0.7¢ to 14.2¢. See 
P. 64 for Esso’s new prices at other points. 

Central States Crudes Down—Ashland Oil & Refining 
Co. and its affiliate, Ashland Oil & Transportation, re- 
duced their posted prices for Illinois Basin crude 12¢, 
with eastern Kentucky postings off 25¢ bbl. 

New prices, effective July 9, are: Illinois Basin, $2.90 
bbl.; Somerset grade (Kentucky River and Big Sandy 
River fields), $2.77; Ragland grade (Indian Creek and 
Ragland), $2.37. 

Ashland said Illinois Basin reduction was “a local 
readjustment made necessary by increasing costs of 
gathering this oil and by lower pipe line transportation 
costs on competitive oils from more distant fields.” Com- 
pany also pointed to high gathering cost in explaining 
eastern Kentucky price reductions. 

“With narrowing of refining margins, buyers of crude 
oil are obliged to take a critical look at the delivered cost 
of each grade of oil and to readjust prices accordingly,” 
Ashland official declared. 

Curtails Crude Oil Takings—Just prior to Ashland’s 
reductions, Sohio Petroleum Co. announced it was re- 
ducing its purchases of Illinois, Indiana, and Kentucky 
crudes to 70% of its June takings. Sohio official explained 
that its crude storage facilities have been steadily filling 
over many months, now reaching physical limits of 
capacity (see P. 15). 

Propane Prices Dip—Seaboard prices for propane were 
off 0.5¢ gal., with tank prices down to 7.5¢ gal. at New 
York harbor, 2.5¢ in Houston area, and 2.625¢ at lower 
Mississippi River points. 

At Escanaba, Mich., Warren Petroleum Co., lowest 
of seven bidders, was awarded municipal contract to 
supply propane over next nine months with price of 2.875¢ 
gal., Group 3 (see P. 58). 

Retail price skirmish at Louisville, Ky., ended, but else- 
where in gasoline price wars the fight for gallonage con- 
tinued unabated. In the following, prices are ex state and 
federal taxes which are shown in parentheses: 

Louisville, Ky. (9¢)—Retail gasoline prices returned to 
“normal” in an “uneasy peace.” Three private brand out- 
lets still held to price of 14.9¢ for regular-grade. But all 
other major and private brand dealers raised their pump 
prices to 20.7¢ and 17.9¢, respectively. Low point in the 
Louisville war came when major dealers went to 14.9¢, 
private brands to 13.9¢. 

Denver, Colo. (8¢)—Gasoline prices dipped 5¢ to 5.5¢ 
following a price break over July Fourth week end, but 
fight was not joined by major brand dealers. Frontier 
Petroleum Products was latest to join scrap, announcing 
$1,000 cash prizes weekly in 10 awards of $100 each to 
motorists registering at Frontier's 65 Denver stations. 
Frontier still posted 19.4¢ for regular gasoline, however. 

Prices for private brands of regular ranged upward 
from 13.9¢. Major brands continued mostly at 21.5¢. 
Petroleum Retailers Assn. spokesman said if price war 
does not end shortly it will seek court order to prevent 
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distributors from selling gasoline below posted tank wagon 
price (15.8¢). 

Los Angeles, Calif. (7¢)—Major brand stations began 
following lead of private brands in retail fight first started 
in Los Angeles basin in mid-April. Stations along Victory 
Blvd. posted regular from 13.9¢ to 15.9¢; “normal” is 
considered “at least 19.9¢.” Private brand self serves have 
been posting 11.9¢ and 12.9¢ around Burbank, 5¢ under 
their prewar prices. 

Springfield, Mass. (7¢)—Regular gasoline prices dipped 
another 1¢ to 2¢ gal. in a three-year-oil retail war. Two 
majors posting 13.4¢ for regular to dealers reportedly were 
giving 1.5¢ “voluntary allowance.” Several other suppliers, 
posting 15.4¢, increase their 2¢ “voluntary” to 3.5¢ re- 
sulting in net cost to dealers of 11.9¢ for regular. Private 
brand retail prices range upward from 11.9¢, major 
brands mostly at 13.9¢ and 15.9¢. 


Gulf Coast 
Gasoline Prices Off 0.25¢ Gal. 


Surplus gasoline continued to plague the Gulf market 
the past week, and prices for motor fuels generally were 
reported 0.25¢ gal. lower. It was the only price develop- 
ment in static trading. Refiners hesitated to push supplies 
on unwilling buyers for fear of further price declines, and 
buyers themselves were wary. 

Low quotations for cargo lots of gasoline ranged from 
11.75¢ for 95 oct. premium down to 9.25¢ for low octane, 
with regular-grade, 87 oct., offered at 9.75¢. The declines 
appeared to take no one by surprise in the cargo trade, for 
“discounts” netting these figures had been available for 
some time previously. 

The light and heavy fuel oil situation also was quiet, but 
was fairly firm for the season. Bunker oil was held, when 
offered, for $1.85 bbl., generally quoted price, and no 
“shadings” off 7.75¢ were indicated for No. 2 fuel. 

General gasoline surplus, however, might eventually re- 
act against distillates, according to some traders. If re- 
finers are unwilling to cut their runs substantially, they at 
least seem disposed to reduce their yields of gasoline as 
prices fall. This could step up distillate output markedly, 
and, it was thought, point the way to large supplies of No. 
2 by early fall. 

Quietness in the cargo trade was emphasized by tanker 
chartering activity—or, rather, the lack of it. During period 
June 24 through July 9, no ships were reported fixed, clean 
or dirty, for Gulf to North of Cape Hatteras. 


Atlantic Coast 


‘Gas’ Prices In General Decline 


A series of rapid-fire price cuts on gasoline swept the 
Atlantic Coast the past week. Prices were down in amounts 
ranging from 0.1¢ at Boston to 1.5¢ at Philadelphia, with 
the average reduction somewhere between 0.5¢ and 0.7¢. 

Sun Oil Co. was the first to announce a price reduction. 
The company, on July 8, reduced its tank wagon prices 
for Blue Sunoco gasoline to dealers in four eastern Penn- 
sylvania counties—Philadelphia, Bucks, Chester, and Mont- 
gomery. The cut by Sun was 1.5¢ gal. 

In Pennsylvania, Atlantic Refining, also on July 8, 
reduced its prices throughout the state—generally from 
1.3¢ at some western points to 1.5¢ in eastern counties 
including Philadelphia. 
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And late the same day, Socony-Vacuum Oil Co. an- 
nounced general price cuts from 0.5¢ to 1¢ gal. on Mobil- 
gas (regular) gasoline in 11 eastern states and District of 
Columbia. The reductions affected Socony’s gasoline dis- 
tribution generally from Maine to Maryland, including 
New Jersey, Pennsylvania and Delaware. 

On the following day, Esso Standard reported general 
reduction—from 0.5¢ to 0.7¢—throughout its eastern 
marketing territory, from Maine to Louisiana. 

Gasoline prices apparently were ripe for a fall, as in- 
dicated by the fact that almost every supplier declared 
that he was meeting competition. In fact, much of the 
eastern area has been plagued with retail price wars most 
of the year to date. The entire state of New Jersey is a 
war area. Add to that a sizable portion of metropolitan 
New York, many of the seaboard cities in New England, 
the Wilkes Barre, Pa. area, plus many scattered points 
all the way down to the tip of Florida. 

Gasoline was the only product to show price activity 
along eastern seaboard. No changes were reported in fuel 
oil prices, and this section of the markets was quiet. 

Trading in spot quantities continued at low ebb for all 
products. 


Chicago District 
Light Products Weak; Trading Slow 


Post-holiday trading continued slack in Chicago Dis- 
trict last week with gasoline and light fuels still weak. The 
0.25¢ reduction in all grades of gasoline at the Gulf and 
in the Mid-Continent had little effect on local prices—sup- 
pliers said cuts merely brought into the open a condition 
existing for some time. 

Refiners said gasoline consumption over the three-day 
July 4th holiday was high, but there was no indication of 
any record being set. 

Light fuels were quiet for most part, and heavy fuels 
were steady. 


Midwestern (Chicago-E. St. Louis Area) 
Gasoline Prices Dip 0.25¢ 


Gasoline prices ranged 0.25¢ in an unseasonal decline 
in the Midwest last week. Refiners said reductions merely 
reflected weak open market condition in existence for 
many weeks. 

Following reductions by several refiners in their Group 
3 prices, regular-grade gasoline ranged from 10.5 to 11¢, 
premium-grade from 11.5 to 13¢. Although only one re- 
finer lowered his quotation for regular to 10.5¢, others 
agreed his price was “realistic.” 

Prices for Nos. 1 and 2 fuels settled to flat quotations 
with No. 1 at 8.875¢ and No. 2 at 8.25¢. Both products, 
however, continued to be sharply discounted in open mar- 
ket for tank car shipment. 


Mid-Continent 


Gasoline, Distillate Prices Drop 


The pressure on refined products prices in the Mid- 
Continent became more severe the past week, resulting 
in several refiners reporting lower quotations for gasoline 
and distillate fuels. There was still only light demand for 
products in the open market. 





OIL MARKETS 
Summary of Gasoline Prices (July 6 through July 12) 








Monday Friday Thursday Wednesday Tuesday 

July 12 July 9 July 8 July 7 July 6 
12 .625-14.55 12.625-14.55 12.625-14.55 12.625-14.55 12 .625-14.55 
13.25-13.8 13.25-13.8 13.25-13.8 18.25-13.8 18 .25-13.8 


Motor Gasoline 95 Oct. (Premium): 


N. Tex. (Texas & New Mex. shpt.)........... 
W. Tex. (Texas & New Mex. shpt.)........... 


Motor Gasoline 92 Oct. (Premium): 
Okla., Group 3 (Okla. shpt.)................. (3)12-18 .375 
Okla., Group 2 (Northern shpt.) 11.5-13 
Midwestern Loy y basis 11.5-13 
N. Tex. (Texas & New Mex. shpt.)........... 12.625-14.2 
W. Tex. (Texas & New Mex. shpt.)........... 13(2) 

Motor Gasoline 84 Oct. (Regular): 

Okla., Group 8 (Okla. shpt.)................. (4)11-11.375 (4)11-11.375 x(2)11-11.875 (2) (5)11.25-11.375(3) 
Okla., Group 8 (Northern shpt.).............. : 125 x10.5-11.125(2) (3)10.75-11.875(2) 10.75-11.3 
Midwestern (Group 8 basis) 10.5-11(2) . (3)10.75-11 .875 10. 

N. Tex. (Texas & New Mex. shpt.).......... (2)11.5-12.7 2 A 11.5-12.7 d é . 

W. Tex. (Texas & New Mex. shpt.)........... 11.5-12.25 11.5-12.25 11.5-12.25 1. “ 11. 

Motor Gasoline 60 Oct. M & below: 

Okla., Group 3 (Okla. shpt.)................. (3)10.25-10.5 (3)10.25-10.5x 10 .25-10 .625(2) ° ‘ 10. 

Okla., Group 3 (Northern shpt.).............. 10-10 .25 x10-10 25x x10. 125-10 .625 : a 10. 

Midwestern boyy 3 basis ) 10-10 .25 x10-10 .25x x10. 125-10 .625 v 10. 
N. Tex. (Texas & New Mex. shpt.)........... (2)10.75-11.8 (2)10.75-11.8 (2)10.75-11.8 (2)10. 
W. Tex. (Texas & New Mex. shpt.)........... 11.25-11.5 11.25-11.5 11.25-11.5 11. 

Motor Gasoline 92 Oct. (Premium): 

New York harbo: 16.3 16.3 . 16. 
New York harbor, barges 


(3)12-13 .375 
x11.5-13 


x11.5-13 
12.625-14.2 
13(2) 


x(2)12-13 .375 
(3)11.75-13 
(2)11.75-18 

12.625-14.2 
13(2) 


(4)12 25-13 .375 (4)12. 25-13 .375 
11.75-13 11.75-13 


Philadelphia 

Motor Gasoline 86 Oct. (Regular): 
New York harbor 
New York harbor, barges. 
Philadelphia 


15.4 
(2)16. 


13. 
x11. 


15.4 
(2)16 .4-16.6 
13.45-14.3 
12-14.2 
(3)13.9-14.6 


13.45-14.3 
12-14. 


15. 
(2)16. 


13. 
12-14.2 


Philadelphia, barges 
Motor Gasoline: 
Western Penna., Bradford-Warren: 
REE Fe ee 15.15-16.4 
86 Oct. (Regular) 13 .9(2) 
Western Penna., Oil City: 
92 Oct. (Prem.) 14.75-15.25 
13.75-14 
Western Penna., Pittsburgh: 
92 Oct. (Prem.) 
86 Oct. (Regular) 


(3)13.9- 
1 


2 
(3)13.9-14.6 
13 .8(2) 


(3)13 .9-14.6 


13.8(2) 13 .8(2) 


15.15-16.4 15.15-16.4 15.15-16.4 
13.9(2) 13.9(2) 13 .9(2) 


14.75-15 .25 
18.75-14 


14.75-15 .25 
13.75-14 


14.75-15 .25 
13.75-14 


15.5 15.5 15.5 
13.75 13.75 18.75 





In Oklahoma, gasoline quotations reported by refiners 
were off 0.25¢ gal. and distillates were down 0.125¢. 

Reductions were made, refiners said, partly because of 
oversupply of gasoline in the Mid-Continent, and partly 
because of steadily declining motor fuel prices at the Gulf. 

Almost all refiners laid blame for lower prices on top- 
heavy supplies and over-production. Majority found de- 
mand against contracts “normal” for July. 


Central Michigan 
All Products Hit By ‘Discounts’ 


Prices for all products were being “discounted” by re- 
finers in Central Michigan last week, but no outright re- 
ductions in quotations were reported. 

Despite tendency for some suppliers to remain firm 
on summer light fuel prices allowing a margin of 3.5¢ (in- 
cludes 0.5¢ summer discount), spot prices in a few cases 
have dipped even lower. 

Some suppliers said heavy fuels also were being hurt 
by discounting where it was necessary to hold accounts. 


Western Penna. 


Lube Oil Prices Firm Up 


Reports continued of increased foreign and domestic 
buyer activity in Western Penna. lubricating oils last week, 
with prices generally firmer than in several months. Some 
refiners also noted an increase in base stock takings by 
their regular control accounts. 

Atlantic Refining Co. announced gasoline tank wagon 
reductions of from l¢ to 1.5¢ throughout Pennsylvania 
late in the week, but tank car prices in the western area 
generally were unchanged. 
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Foreign buyers continued active in the lubricating oil 
market, and export sales of base stocks totalling over 
200,000 gals. were disclosed. In all instances sales re- 
portedly were at the “published lows,” with most refiners 
asserting they were “definitely not interested” in moving 
material below the present “economically unsound” prices. 

An increasing number of refiners declared that lube 
prices have “hit rock bottom,” and some said that jobber 
contract shipments were increasing noticeably and the 
firmer prices had prompted many jobbers to drop their 
“wait and see” attitude. 

Base stock inventories remained “uncomfortably high” 
in many cases, however, with very few refiners reporting 
demand equal to supply. 

Although most refiners said that gasoline volume through 
regular customer channels was “seasonally good,” indica- 
tions were that the majority would meet Atlantic’s reduc- 
tions in prices at the tank wagon level. Fuel oils were 
mostly quiet. 

Crude scale wax and petrolatums remained in good 
demand. 


Warren Gets Propane Contract 


Warren Petroleum Co. has been awarded contract to 
supply city of Escanaba, Mich., with 40,000 to 60,000 
gals. of propane per month on nine-months contract at 
flat price of 2.875¢ gal., Group 3, according to Joseph 
Paterick who is in charge of city’s steam and gas plant. 

Other proposals for period August 1953 through April 
1954, all FOB Group 3, were: 

Cities Service Oil Co.—2.75¢ current; 3.75¢ winter. 

Falley Petroleum Co.—3.125¢ summer; 4¢ winter. 

Phillips Petroleum Co.—3¢; price to escalate with 
company’s posting. 

Shell Oil Co.—2.5¢ Aug., Sept., Oct., April; 3.5¢ 
balance of contract period. 


NATIONAL PETROLEUM NEWS ° July 14, 1954 








NPN Gasoline Index 
(cents per gal.) 


Dealer T.W. Tank Car 
July 12 15.64 12.20 
Month Ago 16.11 12.35 
Year Ago 16.55 12.68 


Dealer index is an average of dealer tank wagon price 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 











Sid Richardson Gasoline Co.—0.25¢ discount from com- 
pany’s posted price which currently is 2.75¢; top price 4¢. 

Skelly Oil Co.—3.5¢ flat. 

Sid Richardson holds expiring contract with city at 
3.75¢ gal. 


Crude—Products Spreads Down In June 


Average prices for crude oil were unchanged in June 
and, with prices for refined products continuing downward, 
crude-products spreads narrowed 2¢ to 3¢ bbl., according 
to report of Independent Petroleum Assn. of America. 

For nine refinery markets and eight crude petroleum 
areas including California, crude-products spread dipped 
3¢ bbl., from $0.93 in May to $0.90 in June. Averages 
for all four principal refined products declined. At $0.90, 
spread has dropped 17¢ bbl. from high of $1.07 reached 
last fall following general increase in crude oil postings on 
June 15, 1953. 

With California excluded, crude-products spread de- 
clined 2¢, from $0.76 bbl. in May to $0.74 in June. 

IPAA’s averages for June and May 1954, and June 1953, 
compare as follows: 


Table I—California Included 

Refined products in 9 June May June 

refinery markets: 1954 1954 1953 
Motor gasoline (¢ gal) 11.72 11.80 11.94 
Kerosine (¢ gal.) 10.32 10.36 10.25 
Light fuel (¢ gal.) 8.92 8.96 8.78 
Heavy fuel (¢ gal.) 3.80 3.86 3.61 
Average above 4 products: 
Cents per gal. 8.85 8.92 8.88 
Dollars per bbl. 3.72 CH 3.73 
Crude pet. in 8 areas 

($ bbl.) 2.82 , 2.73 

Table 1l—California Excluded 

Refined products in 8 June June 

refinery markets: 1954 1953 
Motor gasoline (¢ gal.) ... 11.50 . 11.65 
Kerosine (¢ gal.) 9.45 ’ 9.36 
Light fuel (¢ gal.) 8.53 . 8.35 
Heavy fuel (¢ gal.) 3.67 : 3.44 
Average above 4 products: 
Cents per. gal. 8.60 8.65 8.58 
Dollars per bbl. 3.61 3.63 3.60 
Crude pet. in 7 areas 

($ bbl.) 2.87 2.87 2.76 

Prices shown above are weighted averages based on 
low quotations as published in National Petroleum News, 
and prepared by IPAA to reflect trend in oil prices and 
should not be interpreted as showing actual sales realization 
for producers or refiners. 

See March 17 NPN, P. 59, for weights alloted by IPAA 
to the various refinery districts, products and crude. 
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Seaboard Area Propane Prices Cut 


General reduction in propane prices—of 0.5¢ gal.—was 
reported in eastern seaboard markets and at the Gulf past 
week. ‘ 

Supplier making cut reduced his tank car price for pro- 
pane to 7.5¢ gal. at New York harbor, 2.5¢ in Houston 
area, and 2.625¢ at lower Mississippi. 

Cut reflects general supply situation, marketer said, add- 
ing that low-price material from Mid-Continent area was 
a factor influencing reduction. 

No immediate effect of seaboard propane reductions was 
indicated in Mid-Continent, where contract prices of most 
suppliers are 3¢, Group 3 basis. However, all Mid-Conti- 
nent volatile prices have been catch-as-catch-can affair 
since early Spring when prices fell generally from 4¢, Okla- 
homa basis. Particularly unsettling recently have been re- 
ports that large quantity of product was disposed of in West 
Texas, buyer’s only cost being arranging of transportation. 


Cities Service Gets Kerosine Award 


Cities Service, on bid submitted direct to Buenos Aires, 
has been awarded contract with 15,000-ton cargo (approxi- 
mately 120,000 bbls.) of kerosine at “low of Platt’s OIL- 
GRAM, date of lifting (8.75¢),” with freight USMC minus 
34%, according to Argentine Government Oil Fields, Ltd. 
Loading of product started at Lake Charles, La., on July 8. 

Three bids for this business were submitted in New York 
late last month (see July 7 NPN, P. 59). 


London Panel Issues Freight Scale 


New Scale of nominal tanker freight rates, which sets 
forth rates of freight per ton of 2,240 Ibs. of cargo for 
ocean voyages from one safe loading to one safe discharg- 
ing port and which replaces original London Tanker Mar- 
ket Nominal Freight Scale issued in November 1952, has 
been announced by London Tanker Brokers’ Panel. 

New scale, effective July 1, “has been designed on basis 
which is considered more equitable to all concerned and 
takes account of changed factors which have arisen since 
the original Scale was issued on Nov. 1, 1952,” panel states. 

“For convenience, and having regard to the commer- 
cially accepted practice, rates in the (new) nominal Scale 
have been related to the NWI/UK rate of 32/6d. ($4.55) 
on the old MOT (Ministry of Transport) schedule.” 

New Scale does not represent either an actual or “nor- 
mal” level of tanker freight rates, panel points out, but is 
intended solely as a standard of reference for various voy- 
ages against which the market level at any given time can 
be readily measured and by means of which rates for 
various voyages can be expressed comparatively. 

London Scale has its countrpart in U.S. in tanker 
freight rates last established by U.S. Maritime Commission. 

Copies of new London Scale may be obtained from 
London Tanker Brokers’ Panel, 36/38 New Broad St., 
London, E. C. 2, England. 





Crude Oil Prices 


Ashland Oil & Refining Co. cuts Illinois Basin 
and Eastern Kentucky crude oils (see P. 56). No 
other changes reported in crude oil prices in week 
ended July 10. For complete crude price sched- 
ules, see P. 120 & 122 of June 30 NPN. 














at@iace in effect July 12 at Refineries and Terminals 


Gasoline CALIFORNIA 


Los Angeles Dist.: 
OKLA., Group 3 (Okla. shpt. 
Prem x(3)12-13.375 
x(4)11-11.375 
(3)10.25-10.5x 


ARK. (For shipment to Ark. & La. ) 


(2)13 86-18. 1 
=e 58 & above Di. Diesel. 


San Francisco Dist.: No. 2 fuel.. 


90 Oct. Prem.. 
80 Oct. Reg. 


San Joaquin Valley Dist.: 


17.86-1 
16 .85-16.1 N 
x11.5-13 0 6 fuel 
x10 5-11 .125(2)x 
10-10. 25x 17. 85-18 .6 
1586-16 1 Bradford-Warren: 
x11.5-13 
x10. 5-11 (2)x Kerosine, Gas & Fuel Oils 
x10-10.25x 
OKLA., Group 3 (Okla. shpt.) 

9.125-9.76 

9. 125-9875 
: (8)8.875-9.75 
) (2)8.875-9.375 
* (2)8.25-9.125 
(2)$1. 00-1. 60 


OKLA., Group 3 (Northern shpt.) 


(2)11.25-11.5 
10.5 


(2)10.5-10.9x 
fue! : 10. 15-10. 75(2) 
86-40 gravity fuel.. » 10.15 


Range oil 
68 & _~w eh Diese! 


Pittsburgh: 
(2)10.9-12 
x9-9 .5(2) 10.3-10.4 
8 .875-9 .25 .. (2)10.9-11.85 
8 .625-9.5 No. 2 fuel -- (2)9.9-11 
. 75-9 .25(2) ‘ 
. 125-8 .5(2)x 
15x CENTRAL MICHIGAN 


FOB C. Michigan refinert 
MIDWESTERN (Group 3 basie) SSS Cutnt Seeige om 
42-4 (4)9 . 125-9 .875(2) 

58 re hon D.1. Diesel . . 875-9 . 125 
eee - (2)$1- P 


= o-pey pease & New Mex. shpt.) 
9.2-10 

hry & Poo D.I. Diesel.... (2)9-9.75 

No. 6 fuel $1.25-1.60 


W. TEX. (Texas & New Mex. shpt.) 


7-7.5(3) 
oa aaa of 8.0, Ohio for delivery to 


11.9(a) 
11.7(a) 
10. Tay 
(a)Subject to 0.5¢— “temporary allowance” in 
northern half of Ohio. 


CALIFORNIA 

(San Joacuin Valley Dist.:) 
GHEE Bence wsccewececs 
Heavy fuel (PS 400) 

Light fuel (PS 300)....... 
Diesel fuel (PS 200)..... 
Stove dist. (PS 100) 


(8)12.25-12.75 
11-11 .625 
10.38-11.25 


WESTERN PENNA. 
Bradford-Warren: 
E, TEX. (Truck transport lots) 
42-44 w.w 9 .5-9.75(2) 
68 & above D.I. Diesel... . 8.75-9.76 
15-16 .26 No. 6 fuel $1.30-1.60 


- 15-14 CENT. W. TEX. (Truck transport lots) 
Pittsburgh: 42-44 w.w 
oS Oct. Prem 4 58 & above D.I. Diesel... . 
86 Oct. Reg 5 


No. 6 fuel 


18.7-14.8 


San Francisco Dist.: 


GAD DGesccpivescedices 
Heavy fuel (PS 400)....... 
Light fuel (PS 300)........ 
Diesel fuel (PS 200) 
Stove dist. (PS 100) 


14 3-14.8 


Ohio—Quotations of 8.0. Ohio for delivery to 


Ohio points: KANSAS (For Kansas destinations only 


oF. . 7 os Los yoga Dist.: 

ey. 125-9 .875 40-43 w 

(8)9.125-10 25 Heavy tuei (PS 400).. 
8.25-9 .875 


1.65 
$1. 20-1.30(2) 


52 & below D.i. Diesel... . 
68 & above D.I. Diesel... . (2)13.8-14.3 
x$1.70-2.10 


$2.25- 2. 30(3) 


CENTRAL MICHIGAN 

(FOB Central Michigan refineries) 

92 Oct. Prem (4)14.6-14, 75 (2) 
86 Oct. Reg (4)18 .6-18.75 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil 


distribution or publication. During periods of short supply, some sellers 
Price Service, associated with National Petroleum News, whose = 


and at times all sellers, withhold quotations to new customers or the 


resentatives in all NPN-OILGRAM offices devote their time exclusive 
to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where $ sign is 
shown; wax and petrolatums in cents per pound, ex all fees and taxes; 
for crude oil and its products lawfully produced and transported; re- 
ported as received by OJLGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


posting of firm prices but give OJLGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN-OILGRAM office or see back of any OILGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OJLGRAM 
publishing office, New York, Chicago and WHouston, address Pilatt’s 
OILGRAM Price Service, 330 W. 42nd St., New York 36, N. Y. Annual 
Subscription rate in U. S.: $150 per year, payable in advance. 





ATLANTA, GA. 





1401 PEACHTREE STREET 


CARGOES & TANKERS 
at Texas City Refinery 


TRANSPORTS & TANKCARS 
at Terminals in the South 


PITTSBURGH, PA. 
BENEDUM-TREES BUILDING 


TEXAS CITY, TEXAS 
REFINERY 
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Natural Gasoline 


(Group 3 & Breckenridge prices are to bienaers 
on freight basis shown below. Shipments ma) 
originate in any Mid-Continent manufacturing 
ct.) 
FOB GROUP 3 
(Quotations) 
FOR BRECKENRIDGE 


Grade 26-70 (Quotations ) 


lubricating Oils 

WESTERN PENNA, 

Prices are for sales made, or offers reliably re- 
ported, to jobb & Pp ders only 





Viscous Neutrals—No. 8 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 


“47 
: 16 
(6)14.5-15 


(2)10-11 

(2)11-12 

(2)12.5-13.5 
14(3) 


oar dean to LUBES 


Tulsa basis, for domestic shipment onl 
Bright Stocks, vis. at 210° Neutrals, vis. at 100°, 
0 p. p. 


Neutral Oile—Conventional 


Bright Stock—Conventiona! 
200 vis. a 

10-25 p. 

150- 160 ve 'D: 


Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 
965 v.i.. 


(3)16-16.5(3) 
(3)16.25-16.75 (8) 
(3)16.75-17.25 (2) 
Cylinder Stocks 
600 a.r., olive green........ 15.5 


GULF COAST—Solvent Refined Lubes, 


From Mid-Continent grade crude. Prices FOB ship 
at Gulf for export. 


Bright Stock— Vis. at 210° 


150-160 vis., 0-10 pour test, 
96 vit. 8.75-19(4) 


Neutral Oile—Vis. at 100°; 95 v.i.; 0-10 p.t 
(2)14.65-15(8) 
(2)15-15 . 75(8) 
(2)15 .6-16 .25(8) 
(4)17-17.5 


SOUTH TEXAS LUBES 


\Vis. at 100° F. FOB S. Tex. refineries for do- 
mestic and/or export shipment.) 


12.25(6) 


12.25(6) 
13.7516) 


Petrolatums 


WESTERN PENNA. 
(Bbis., carioads; tank car. 1 to 1.5c less) 
(2)7 . 125-7 .75 


Naphthas & Solvents 


(FOB Group 3) 


12 .375(38) 

12.875(2) 

12 875(4) 

11 875(4) 

12. 875(3) 
(2)13.125-13 375 
(2)14.125-14 625 





See your regular Supply House. 


Ciro] ‘ty SCULLY SIGNAL COMPANY 


Model L 
customer tanks 


174 Green Street 
Melrose 76, Mass. 


Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario 








New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 
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SSD Geese of 8.0. Ubio for delivery Ohio 
points 


V.M AP. naphtha. . 
a —t souee & stoddard 


&. TEXAS (Truck Truspt. lots, 
Btoddard solvent......... 12.26 


CENT. W. TEX. (Truck Trnspt. lots) 
Btoddard solvent.......... 11.6 


KANSAS (For Kans. Dest'n. only) 
Btoddard solvent 


ATLANTIC COAST 
Mineral 


Naphtha Spirits 
18(4) 17(5) 
17.5(4) 


18.5 (4) 
19.5 17.5(6) 





How to STIR UP 
MORE SALES! 


The tremendous year-around volume of 
effective Pennsylvania Grade Crude Oil 
Association advertising, telling the public 
that ‘“‘Today’s BEST Oils Begin With Na- 
ture’s BEST Crude,” is creating a demand 
you can’t afford to miss! 

Supply your customers with our finest- 
quality, pre-sold 100% Pure Pennsylvania 
products and watch the interest, sales and 
profits you stir up! Prices of our neutrals, 
bright stocks and cylinder oils, or finished 
motor oils meeting all new API! classifica- 
tions, are most competitive. We protect 
you against sudden market fluctuations. 
We ship in bulk, in drums, in cans, or fill 
your containers at several points in the 
country, saving you time, freight and dou- 
ble-handling costs. 

STIR UP MORE SALES in your market- 
ing area immediately, by writing, wiring 
or phoning us your requirements, NOW! 
We'll get the complete profit story, sam- 
ples and prices into your hands (without 
obligation) at once! 


e MOTOR OILS 
@ NEUTRALS 


e BRIGHT STOCKS 
e CYLINDER OILS 
© WAXES 


ELK 


REFINING COMPARY 


Charleston 24, W. Va. 


Refiners of Highest Quality Pennsylvania Grade 
Petroleum P.G.C.0.A. Permit No. 25 
FOUNDED 1913 








PRICES in effect July 12 at Refineries and Terminals—Cont. 


LPG Prices 

(Of refiners, FOB refiners, in 

tank cars or transport trucks) 
Commercial 

District Propane 

N. Y. Harbor..... x7 .5 

Philadelphia...... x7 .25(3) 

Gulf Coast....... x2 .6-3.5 

WS ov dcamencs 7 

Wax 


cents per gal. 


Industrial 
pane 
x7.5 
x7 .25(3) 
x2,5-3.5 
7 


WESTERN PENNA. (T.C. in Bulk) 


White Crude Scale: 


124-126 A.m.p............ (2)5 .25-5 .65 


SEABOARD 


Melting points are AMP, 3° 
EMP carload 


Prices are for 


higher than 
lots. Domestic 


prices are FOB refinery ; scale in 1 F or bbls; 


fully refined slabs loose. 
FAS scale in bags or bbls., 
bags or cartons. 


rices are 


tally “naned in 





Atlantic & Gulf Coasts 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker 


FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 





terminal operators 




















Crude Scale: N. ¥. Domestic N. Y. Export 
124-126 white. ... 7.10(2) 6 .5-6 .6(3) 
Fully Refined: 

123-65.... 7.95-8 .45 8-8 .25 
125-7.... 8.45(38) (2)8-8 .45 
128-30... 8 .45(38) (2)8-8 . 45 
ne (2)8-8 .45 
183-5.... 8.55(3) (2)8-8 .55 
185-7.... 8 .05-8 .55(2) 8 .25-8 .55(2) 
188-40... 8 .55(3) 8. 25-8 .55(2) 
148-5.... (2)8.55 8 .25-8 .55(2) 
149-51. e 10.55 


Chicago District Prices 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals. 


Motor Gasoline 


GB Oat, Pee... ......ecee5 12.75-14.5x 
SO BiBivinctis cvsse ves 11.75-18x 
Light Fuel Oils 

BINS Sioa civ cndccndcdi x10.5-11.35 
| eer x9 5-10.35 
Heavy Fuel Oils 

No. 5, low sulfur.......... 6.7-7.05 
No. 5, high sulfur......... (3)6 . 7-6 .95(2) 
No. 6, low sulfur.......... (2)5 .9-6 .05 
No. 6, high sulfur......... (4)5 .7-5 .95(2) 


Mexican Bunker Prices 


U. 8S. DOLLARS PER BBL. OF 159 LITERS 


Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 


Tampico $1.95 $3.75 
Veracruz........ 1.95 eee 
Minatitlan. .... 1.95 3.75 
Pacific Coast 
Guaymas..... $2.60 $5.65 
Manzanillo....... 2.60 4.75 
Salina Cruz.... 2.60 4.75 
Pacific Coast 
(Im Ships’ Diesel Bunker C 

Bunkers, or Fuel Fuel 
Deep Tank Lots) (P.S. 200) (P.S. 400) 
San Pedro, Calif... $4.20(5) $1.80(5) 
San Francisco... . 4.41(4) 1.85(4) 
Portland, Ore... .. 4.62(4) 2.10(4) 
Seattle, Wash... .. 4.62(4) 2.10(4) 
62 






































92 Oct. CE Sat. a my x ‘ 
Prem. " erosine 
District Gasoline G ome G soli No. | Fuel No. 2 Fuet 
N. Y. Sams. x15.8 a. 45-13 .8x . (3)9.95-10.2(18) (3)8 .95-9 .2+(16) 
do x14.9 1.5-13.7x . (3)9.7-9.957(15) (3)8.7-8 .95T(16) 
-x(8)16. 5-17.1 x(8)14- 14. $@) 10.4(10) 9.4(11) 
4-16.1 (2)12.7-14 i2. 5 *- _ 9.1-9.351(10) 
SP en ae SAPO i ‘ +9.1(4) 
PER eg Or = i138 9.1 
-17 18-14 .5(4) 18.5 10-10 25¢(15) 9-9 .25+(15) 
13 .6-15 .25(2) 12.6-18 .25 ee 10.4(5) 9.5(5) 
(2) ce . ieee eae Ss 
13 .25-14.25 12.25(3)x 10.125-10.25 9.125-9.25 
do aa Or er a hr 8-8 .25 
Jacksonville - - RS 4-15.4 x12.9-13 .4(6) 11. gat) 10(8) 
Miami......... 4.9 * ye ee 
Mobile errr xis, 1-15.4 x12 .6-13.1(2) 11.1(4) 9.9(2) 
New Haven.... (2)16.8 x18 .5(3) .... 9,95-10.2T(8) 8 .95-9 .27(10) 
ew Orleans... 14.4 12.4 11.6 10.1(4) 9.1(3) 
| EET ES ee re wee 9.125 8.125-8 .85 
Norfolk........ 13.8-15.6 12.6-13.2 10.38(7) 9.3(6) 
Pensacola...... x14.2 x12.7-13.2 11.1(2) 9.9(4) 
Philadelphia.... (2)16.4-16.6 on. oa 6 . (9)10.1-10.35T (9)9.1-9.35 
do ba aces theta 2) . (6)9.85-10.1f (4)8 .85-9.17(2) 
Pt. Evergiades.. x14.5-15.7 id. Zé 13. 4@) 11.8(5) 10(3) 
Portland....... x(3)16.2-17.1 x(3)13.7-14.6 10.1-10.35t(8) 9.1-9.35t(8) 
Providence.... . x(3)16.1-17 x(3)18 .6-14 .5(2) 10-10 .25+(8) 9-9 .251(8) 
Savannah...... x14.4-15.7 x12.9-13.4(4) 11.8(7) 1004) 
Is x 0000s x14 .3-15 .6 x12.8-13 .3(4) 11.7(8) 10(4) 
Wilmington, 
5 ee 18 .4-15 .85(2) 12.4-18.85 12.07 10.4(7) 9.5(6) 
Diesel Oil Light Diesel 
Gas House No.5 Shore Plants Ships’ Bunkers Heavy Diesel 
Gas Oils No. 4 Fuel Fuel (50 ct., 55 d.i.) (45 ct ct., 45 d.i.) Ships’  Gnsibese 
N.Y. Harbor... 9.3 (10¢¢$3.16-3.72 tt$2.78 9.85-9.6(7) $3 .89(4) $3.64(4) 
do 5c ie Le D0 gthtee ~~ —Ct—( «Cee CC es 
MEE an 90:00 0 9.8 3.7 eo: eT 
Baltimore...... 3- oe) 2.76 9.75(5) 8.95(4) 3.70(2) 
lo barges. . RIL ad ee eee eee 
—— Did (<0... «eases 2.42 9.4 8.74(2) 3.49 
CIs, —saxene a ee a a, 
Dtiwvebies Gtics 266000 +13.09(5) 9.65(6) 8 RR is eee 
eo Ct: i rr idan 9 .62(2) J _arere 
Sats ‘eits °° <nthed 9(2) x3 .74(6) $.49(5) 
a seattle 10(6) oe |. ©} coetes 
Diiliivaschses s6:s sss. 10.2(2) S208) 8 2=———es eet ee 
iS a aa a ——  _-_er a 
New Haven.... .... 3.30 rrp ee - -_ heeekee - |  iglioncil 
BRED. s ccce - 3 sh eege 2.42 9.4(8) 3.74(8) 3.49(2) 
do barges. . sen 4 eenake a2 | Mii «§ weenie . °°) gion 
Norfolk........ 9.7 8.20 2.75 9.7(4) 3.93(3) 3 .68(3) 
Pensacola... ... oT ee > ine JS. ae 
Philadelphia.... 9.45 (3)3.18 2.94(6)  (7)9.5-9.75T 3.95(4) 3.70(4) 
Ps seco ij senene whore 10(3) Se ee 
Portland... “ys Fee eee ae ae. .. «aeeees - . ..#epaae 
Providence... .. ee. deems +#8.09(8) 9.65(4) ee eee 
—- aiacte 2600. senaer 2.80 10(5) — -  geeene 
aces shes.  Seeebn rae 10(6) 4.20(5) piswien 
Wilmington, 
N.C orn * Marre Ty. ee 9.6(2) 8.8078) = eee 
No. 6 Fuel No. 6 Fuel Bunker C 
No. 6 Fuel No Sulfur No. 6 Fuel Max. 1, % Fuel 
No Sulfur Guarantee Max. 1, % Sulfur Ships’ 
Guarantee rges Sulfur Barges Bunkers 
e. .e Harbor.. CHEESE) (2)$2.15-2.25¢¢(13) (2)$2.35-2.48 (2)$2.85-2.40  (2)$2.15-2.25T1(9) 
~~ 28 ** 2°25(6) 2.25(5) 2.43 2.40 2°25(4) 
Baton Rouge. . 1.98 1.95 1.95(2) 
OS +t2.32(6) tt2.29(5) tt2.29(5) 
Charleston..... 2.238(2) 2.20(3) 2.20(3) 
Corpus Christi.. 1.98 95 (8)1. 95-2. 10(2) 
Houston....... (4)1.98-2.00 1.95(5) Bi roy 
>. — rr me ae ) 2.18(6) 2.18(6) 
DN suboaces 3.1 2.15(3) 2.15(8) 
Mobile TRS 2. 08 2.00 2.00 
New Haven.... tt2.30(3) tt2.27 tt2.27 
New Orleans... 1.98(2) 1.95(2) 1.95(4) 
| | 2.26(3) 2.23(4) 2.23(5) 
Pensacola... .. a ol 2.38-2.41 scaliied a aes 2.30-2.35 
Philadelphia.... (7)2.15-2.25tt (7)2.12-2.22tT 2.20(4)x 2.17(3)x 2.12- : 22+t(6) 
Pt. Everglades.. 2.18(2) 2.15(2) ee cme $e) 
Portland....... tt2 32(2) +t2.29 side re +2 .29 
Providence.... . tt2.29(5) tt2 .26(4) 2.44-2.54 2.41 He. 26(3) 
Savannah...... 2.23(5) 2.20(4) 2.20(5) 
Tampa...... oe 2.15(4) 2.18(4) 2.18(5) 


Note—At Atlantic Coast points from Baltimore south and at Tampa, prices of some sellers for 
distillate fuels to bulk commercial consumers at 0.15¢ higher than prices shown above. {Price subject 
“voluntary allowance.” 


to 0.25¢ gal. 


“voluntary allowance.” 


ttPrice subject to 10¢ bbl. 


NATIONAL PETROLEUM NEWS * July 14, 1954 








Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo 
other re 


prices are FOB ship at U. S. Gulf, minimum of 20,000 bbls., and are by refiners only to 
finers, export agents, or tanker terminal operators. The figure in parentheses after each 


Price indicates the number of companies quoting that price. 


Aviation Gasoline (MIL-F-5572 
Grade 115/145 


2 19 .75(2) 
Grade 100 /130 18 .25(2) 
Grade 91/96 17 .25(2 
Jet Fuel (MIL-F-5624a) 
Grade JP-4 (2)9 .25-9 75 
Motor Gasoline 
95 Oct. Prem. 
11.75-12(2)-12.25-12 5-13-13 .25-13.75 
93 Oct, Prem. x11 .25-11.5-11.75-12-12.5-13 
90 Oct. Prem.... x10.75-11-11.25 


87 Oct. Regular. . 
84 Oct. Regular... 
83 Oct. Regular. . 


"9. 75-10 5(4)-11.75-12 
x9 5-10-10 .25 


. ee x9 5-10-10 .25 
79 Oct ee x9 .25-9.75-10 
70-72 Oct. M Leaded x9 .25-9.75 


Aviation Gasoline Prices 


Kerosine & Light Fuels 


41-43 w.w. Kero. 8 .75(2)-9-9 .25-9 .75(2) 
No. 2 Fuel... 7.75(2)-8(2)-8 .25(2)-8 .75(2) 
Diesel & Gas Oils 

43-47 Diesel Index ..7.75-8(4) 


48-52 Diesel Index 
53-57 Diesel Index 


7875-8 .125(3)-8.5 
8. 125-8 .25(4)-8 .625 


Heavy Fuel—-Cargoes 
No. 5 Fuel, 0-10 p.t. 
Bunker “C” Fuel. . 


$2 .60(2) 


$1.85(7)-1.90-1.95-2.00 


ey are for tank cars, barges or truck transport lots; aviation gasolines meet specification 


MIL-F-5572, unless otherwise noted.) 
District 
New York, N. Y. 


Charlest n. 8. C.. 

ew Orleans, La. (Baton Rouge 
Houston, Texas 
Toledo, Ohio. 


Lake Port hides 


Buffalo 
92 Oct. Premium. . x17.2 
86 Oct. Regular. . x15-15.2 
Kerosine 11.4(5) 
Diesel Fuel 10.8(3) 
No. 1 Fuel... . . 
No. 2 Fuel... 10.4(5) 
No. 5 Fuel... 
|. ear 8 .85(2) 


el. 
(a) Delivered Cleveland. 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp 
water terminals at ports named, 
2e per bbl. 


Grade 100/130 


Grade 91/96 Grade 80 
19 .6(2) 18.1(2) 17.6(2) 
19.7 18.2 17.7 
19.6 18.1 17.6 
19.6 18,1 17.6 
19.5 18 17.5 
18.5 17 16.5 
18.5 17 16.5 
19.15 17.65 17.65 
Clevelend Detroit Toledo 
11.85 11.7 
11.75-12.05 10.85 
(2)11.75-11 .9(2 11.45(2) 
T (2)10.75-10 .9(2 10. 45(2) 
8 l5a 7.6(3) 7(3) 
7.5a 6 .85(3) 6.5(3) 


for sale and/or purchase of cargo-lot quantities FOB deep 
A M and are subject to crude availability and company’s requirements ; 
differential per degree of gravity applies for gravities below and above those shown, 


except for Lagunillas Heavy for which price shown applies regardless of gravity. Price applicable 
for each cargo is that in effect at time vessel tenders for loading. For purchases made in fields, 
prices shown are basis for such purchases with deductions being made for terminaling and pipe 
i i Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less lc per bbl. 


line services in accordance with published tariffs. 
y 


Crude Gravity API Price (Bbl. FOB Effective Date 
Bachaquero : 14-14.9 $1.76 Las Piedras or Amuay 6-23-53 
Tia Jua>a Peavy 19-19.9 2.13 Amuay 6-23-F3 
Lagunilles Heavy... Flat 1.85 Las Piedras or Amuay 1— 1-54 
Tia Juana Medium. ., ‘ 26-26 .9 2.30 Amuay 6-23-53 
Tia Juana 102 L,P.. 26-26 .9 2.54 Amuay 6-23-53 
Tia Juana Light 20-30 .9 2.53 Amuav 6-23-53 

ara 30-30.9 2.58 Las Piedras or Amuay 6-23-53 
Cumarebo......... 48-48 .9 3.40 Tucurpico 6-23-53 
San Joaquin 42-42.9 3.06 Puerto Le Cruz 6-23-53 
Oficina ~ 32-32 .9 2.82 Puerto La Cruz 6-23-53 
Mulata... games borhan 8F-35 9 2.88 Puerto La Cruz 6-23-53 
Jusepin.......... $2-32.9 2.82 Puerto La Cruz 6-23-53 
Ouiriquire. .. . j2ee08 18-18 .9 2.25 Caripito 6-23. 53 
Temblador poWadamee .. 2¢-20.9 2.30 Ceripito 6-23-53 
Pedernales 20-20 .9 1.61 Capure (Pedernales 1- 1-54 

. 4 
Middle East Crude Prices 

(Prices are per bbl. of 42 U. S. gals., exlusive of local port or other governmental charges, sales 


taxes, ete., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 
Persian Gulf 
Crude Company Gravity Price Loading Port Effective Date 
Arabian Esso Export 36-836.9 $1.97 Ras Tanura, Saudi Arabia 7-27-53 
Arabian M. E. Crude Sales 34-34.9 1.93 Ras Tanura, Saudi Arabia 7-21-53 
Arabian Soc.-Vac. Overseas Supply 36-36.9 1.97 Ras Tanura, Saudi Arabia 7-24-53 
Basrah Esso Export 36-36.9 1.92 Fao, Iraq 7-27-53 
Iraq Anglo-Iranian 36-36 .9 1.92 Fao, Iraq 7-16-53 
Iraq Shell Petroleum 35-35 .9 1.90 Fao, Iraq 7-20-53 
Iraq Soc.-Vac. Overseas Supply 36-36.9 1.92 Fao, Iraq 7-24-53 
Kuwait Anglo-Iranian $1-31.9 1.72 Mina-al-Ahmadi, Kuwait 7-16-53 
Kuwait Gulf Exploration 31-31.9 1.72 Mina-al-Ahmadi, Kuwait 7-16-53 
Qatar Anglo-Iranian 40-40.9 2.08 Umm Said, Qatar 7-16-53 
Qatar Esso Export 36-36.9 2.00 Umm Said, Oatar 7-17-53 
Qatar Shell Petroleum 39-39 .9 2.06 Umm Said, Qatar 7-20-53 
Qatar Soc.-Vac. Overseas Supply 39-39.9 2.06 Umm Said, Qatar 7-24-53 
Eastern Mediterranean 
Arabian Esso Export 36-36.9 2.39 Sidon, Lebanon 7-17-53 
Arabian M. E. Crude Sales 34-34.9 2.35 Sidon, Lebanon 7-21-53 
Arabian Soc.-Vac. Overseas Supply 36-36.9 2.39 Sidon, Lebanon 7-24-53 
Iraq Anglo-Iranian 36-36.9 2.39 Tripoli, Lebanon /Banias, Syria 7-16-53 
Iraq Esso Export 36- 36.9 2.39 Tripoli, Lebanon /Banias, Syria 7-17-53 
Iraq Shell Petroleum 36-36.9 2.39 Tripoli, Lebanon /Banias, Syria 7-20-53 
Iraq Soc.-Vac. Overseas Supply 36-36.9 2.39 Tripoli, Lebanon /Banias, Syria 7-24-53 
> 

Far East ove Prices 

Prices are in U. S. dollars per bbl. of 42 U. S. gals., ex local port or other government charges, 


for crude within +t range stated, 
Crude 
Seria Light 


Company 


Sarawak Oilfields Ltd. 37-38 


July 14, 1954 + NATIONAL 


loaded in full cargo lots, 
Gravity API Price 


$2.60 


FOB port indicated. 
FOB 
Lutong, Sarawak 


Effective Date 
4- 1-54 
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PRICES in effect July 12—Tank Wagon 


Prices for gasoline do not include taxes; they 
inspection fees as shown in next column. Gasoline ‘ta: res, shown in separate 
also city and county taxes 
as indicated in footnotes. Kerosine tank wagon prices also do not include 
kerosine taxes where levied are indicated in footnotes. Discounts, 
effect July 12, 1954, 
as posted by principal marketing companies at their headquarters’ offices, 


column, include 2¢ federal and state taxes; 


taxes; 


if any, are shown in footnotes. 


but subject to later correction. 


Atlantic ee 
Gasoline Kero. & 
Refining (hesuler Grade) No.l No.2 
sons. Dir. Fuel Fuel 
T W. T.W. Taxes T.W. T.W. 
Allentown, 

Fins... BS MA SA BA -34 
Altoona 14.4 12.4 7.0 14.85 18.45 
eae 16.3 16.3 7.0 14.85 18.45 
Greensburg.. 14.9 14.9 7.0 14.85 18.45 
Harrisburg.. 15.4 16.4 7.0 14.3 18.1 
Philadelphia. 15.4 15.4 7.0 18.7 12.5 
Pittsburgh.. 16.8 16.3 7.0 14.85 18.45 
ane. - 15.8 15.8 7.0 14.8 18.1 
Wilkes Barre 13.0 13.0 7.0 14.6 13.4 
Williamsport 16.3 16.3 7.0 14.6 13.4 
Wilmington, 

Pilecconee Oe 36.4 7.0 33.3 28.7 
Hartford, 

Conn.. 14.9 138.4 6.0 13.1 
New Haven. 15.6 15.6 6.0 12.7 
Boston, 

Discs See. BOD BO. cece 12.9 
Springfield... 14.9 18.4 7.0. .... 13.7 
FreVe mek. OS 19 6.0. cara 12.9 
Camden,N.J. 15.2 15.2 6.0 18.7 12.7 
Newark..... 15.2 15.2 6.0 18.7 12.7 
Albany,N.Y. 15.6 15.6 6.0 14.1 12.6 
Binghamton. 16.5 16.5 6.0 14.4 13.1 
Buffalo. .... -_ tes Se hl OS 
Elmira...... 6.5 16.5 6.0 14.6 18.6 
Rochester 16.2 16.2 6.0 14.7 18.4 
Syracuse. . 16.2 16.2 6.0 14.5 1382 

atertown.. 17.6 17.6 6.0 15.8 14.1 
Baltimore 

Md. wi BA 8.0 12.9 
Richmond, 

Beatie = 8 6.0 UE 1:9 
Charlotte, 

N. C.. 6.0 16.0 9.0 14.5 18.5 
Jacksonville, 

ee -l 16.7 9.0 
Miami...... 16.1 15.4 9.0 

Mineral Spirits V.M.&P. 

T.W. T.W. 
Philadelphia, Pa....... 18.5 19.5 
i, ee 22.0 23.0 

Heavy Fuel Oils—T.W. 

No. 5 No. 6 
Philadelphia, Pa....... 8.10 6.12 
Notes: 


Premium-grade gasoline t.w. prices 2.5¢ 
above regular, except Georgia and Florida . 

Kerosine—Thru Pa. & Del., add le per gal. 
for t.w. deliveries of less than 100 gals. at one 
time. Camden—Add le for deliveries of 100-299 
gals., 2c for less than 100 gals. 

Mineral Spirits prices also apply to Stoddard 
Solvent. 


Cont’] (‘N. B. Prices are  Continental’s 
tank-wagon prices. Current selling 
Oil prices may vary from those shown 
because of local conditions.) 
Conoco Demand 


N-tane (3rd Gaso- Kero- 


(regular) Grade) line sine 
Tank Wagon Taxes T.W. 
Denver, Col. 15.8 14.8 8.0 15.3 
Grand Junc. 18.2 17.2 8.0 17.6 
Pueblo....... 16.6 15.6 8.0 16.0 
Casper, Wyo... 16.7 15.7 8.0 15.5 
Cheyenne. . 16.9 15.9 8.0 16.3 
Billings, Mont.. 18.0 ‘ 8.0 17.0 
Butte sone ee 8.0 18.8 
Great Falls... 18.0 8.0 18.8 
elena ; 18.6 8.0 18.8 
Salt Lake, U.... 18.4 7.0 17.0 
Twin Falls, Ida. 21.6 : 8.0 20.2 
Albuquer.,N.M. 16.9 15.9 8.5 15.9 
Roswell... » oe 14.6 8.5 15.2 
Santa Fe 16.9 ee 9.0 16.2 
Muskogee, Okla. 15.0 14.0 8.5 13.9 
Oklahoma City. 14.8 13.8 8.5 14.1 
WD chsda dees 14.9 13.9 8.5 13.5 
Taxes: 


Gasoline tax column includes these city tax- 
es: Albuquerque & Roswell, 0.5¢c; Santa Fe, 
le; Cheyenne, lc; Casper, lc. 

Discounts : 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals.; 200-399 gals., deduct 0.5¢; 400 gals. 
and over, deduct Ic. 

Notes: 

T. W. prices are to consumers and dealers. 

Premium-grade gasoline t.w. prices 2.3c 
above regular. 
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do, however, include 


These prices in 


1/20c; N. C. 1/4c; 


Tenn. 


Standard of , CHEVRON : 


(Regular) Av. 80/87 Gaso- 

California | ft." Tit. line 

Gals. & over Taxes 

San Fran., Cal... roan 19.6 8.0 
Los Angeles. .... 15.6 19.1 8.0 
F ee 7.2 20.7 8.0 
Phoenix, Ariz. 18.8 22.3 7.0 
0, Nev....... 18.6 22.1 7.5 
Portland, Ore 16.6 20.1 8.0 
Seattle, Wash... . 16.6 20.1 8.5 
ee 18.8 22.8 8.5 
eee 16.6 20.1 8.5 
Boise, Idaho..... 18.6 24.3 8.0 
Salt Lake, U.... 16.9 20.9 7.0 
Honolulu, 7 oe. 17.2 20.7 8.5 
Fairbanks, Alaska 29.0 32.5 4.0 
Juneau..... 18.3 21.8 4.0 

Standard Standard 





Diesel Standard Stove 
Kerosine Fuel Furnace 
T.T. Tine Gates. Bese 
(400 gals. Rover) (ex all taxes) 


San Fran 16.1 12.7 12.7 14.2 
Los Angeles 15.6 12.2 12.2 13.7 
Fresno..... 7.3 13.5 13.5 15.0 
Phoenix 18.8 16.1 16.1 17.6 
See 18.6 15.5 aes er 
Portland 18.1 13.3 Se ro 
Seattle. 18.1 13.3 ra ‘was 
Spokane. .... 20.6 15.7 - ween 

acoma...... 18.1 13.3 li abe 
Boise........ 24.7 15.2 15.2 16.7 
Salt Lake.... 17.0 13.5 11.5* 14.0 
Honolulu.... 17.2 13.5 13.5 
Fairbanks.... 32.7 ey ae 
Juneau...... 19.8 
Taxes: 

Boise—8c gas tax applies to motor fuel only; 


avgas taxes are 2c federal, 2.5c state. 

Salt Lake—T7ec gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c state. 

Honolulu—8.5¢ gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 3.5c terri- 
torial. Standard Diesel/furnace oil price is ex 
le territorial liquid fuels tax. T. prices 
are ex Hawaiian gross income tax of 1% to 
resellers, 2.5% to consumers. 


Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals. ; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 5.0¢ gal.; except at Honolulu add 5.0¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.2c gal. higher, except at Boise, and Salt 
Lake, which are 2.0¢ gal. higher—than Chev- 
ron (Regular) for quantity delivered. For less 
than 40 gal. deliveries, add 5.0c gal. to 400- 
gals.-and-over price, except at Honolulu, add 
5.0c gal. for less than 40 gals. (Marine) and 
less than 100 gals. Shoreside). Add to Chev- 
ron Aviation 80/87 quantity delivered prices, 
2.0¢ for 91/98, 5.0¢ for 100/130 and 8.0¢ for 
115/145. 

Kerosine——-T.T. prices, except at Salt Lake 
City, apply to deliveries of 400 gals. & over. 
For other deliveries: less than 40 gals., add 
8c; 200-399 gals., add 1c; 40-199 gals., add 4c; 
tank car/truck trailer ; deduct 1.5c. Salt Lake 
City posted tank truck price is for minimum 
40 gal. deliveries. 

Standard Diesel/Furnace Oil & Standard 
Stove Oil-—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals., add 0(.5c; less 
than 40 gals., add 5c. 

* Standard No. 2 Burner Oil. 


Humble Humble 
Gasoline Gaso- Kerosine 
Oil Regular line Tank Re- 


T.W. Retail Taxes Wagon tail 
Dallas, Tex... 14.8 20.1 6.0 13.3 17.5 
Ft. Worth.... 14.8 20.1 6.0 18.3 17.5 
Houston..... 14.7 20.0 6.0 18.3 17.5 
San Antonio.. 15.0 20.3 6.0 13.3 17.5 


Notes: 

T.W. prices are to all classes of dealers and 
consumers. 

Premium-grade gasoline t.w. prices 2c above 
regular. 


2/5e; and Wise. ra 
Kerosine inspection fees only: Ala. 1/2c. Iowa 1/50c; Mich. 1/5c. 


Inspection fees per gal., included in both gasoline and kerosine prices 
unless otherwise specified, are as follows: He 

Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ind. 25e; 
Kans. 1/100c; La. 1s 2 


Neb. 2/1006; Nev. 


: 
Minn. 5/200¢; Mo. 1/25c; of Dt aoe: 


1/20c; Okla. 2/25c; S. C. 1/8¢; 
3/100c. 





Esso Gasoline 
Esso (Regular Grade) 
Standard Gessline hKero- 
Cons. sine 
T.W. re W. Taxes T.W. 
tic City, N.J.. 15.2 15.2 6.0 13.8 
e—_ Sg: a ee 15.2 15.2 6.0 18.7 
nv mel Md...... 15.1 15.1 8.0 ae 
Cumberland........ 16.6 16.3 8.0 15.1 
ashington, D.C... 15.6 15.6 8.0 came 
Danville, Va.......- 6.2 16.2 8.0 15.3 
Petersburg. .......- 15.9 15.9 8.0 14.5 
OS Serr 15.0 15 : ‘3 > 
Richmond.......... 15.4 16 : ‘ 
te a Mig RE 16.9 16.9 8.0 16.0 
Charleston, W. Va.. 16.4 16.4 7.0 15.0 
Fairmont ae hae tee 
Parkersburg 3 BT TS 6S 
Wheeling 5 16.5 7.0 16.0 
Charlotte, N. C.. 16.0 16.0 9.0 14.5 
Hickory ae es Be ae 
i Me tes okade se 16.4 16.4 9.0 15.1 
DE acevsoosves 16.3 16.8 9.0 14.9 
OPP 16.0 16.0 9.0 14.5 
Charleston, S. C 14.9 14.9 9.0 tt 
——— pe ry 16.56 16.5 9.0 somite 
artanburg........ 15.4 15.4 9.0 ae 
fate is ee Fl 14.6 9.0 13.2 
Baton Rouge....... 14.4 14.4 9.0 13.0 
Alexandria......... 15.7 15.7 9.0 14.1 
Lake Charles....... 14.3 14.3 9.0 12.9 
Shreveport......... 15.9 15.9 9.0 15.0 
New Iberia......... 14.9 14.9 9.0 18.4 
Knoxville, Tenn..... 15.7 15.7 9.0 14.1 
Memphis. con ne ee Oh Be 
Chattanooga. aires ta 15.6 15.6 9.0 14.0 
DUE: bb o'c.0600% 15.7 15.7 9.0 14.3 
Little Rock, Ark.... 16.2 16.2 8.5 14.8 


Naphthas T.W. & See 


Newark, N. J. Min. Spirits V 


3600 gals. & over..... 18.0 19.5 

Steel Bbis beh nay eG anes 24.0 25.5 
Baltimore, Md. 

3,600 gals. & over..... 16.7 

| 25.5 
Washington, D. C. 

3,600 gals. & over..... 17.2 

FUEL OILS—T.W. 
No.l No.2 No.4 No.6 

Atlantic City, N. J. 13.8 12.8 ae - 
PE acnicccsess 13.7 12.7 $3.684 $2 83 
Baltimore, Md..... .... mS «ea 2.85 
Washington, D. ioe 13.3 4.06 2.89 
Danville, Va....... stl Tact 14.1 Ry. het 
Petersburg........ 14.5 13.3 
Se 18.7 12.5 
Richmond..... xe mae 12.9 
Roanoke.......... : 14.8 
Charlotte, N. C.... 14.5 13.5 
a 14.8 13.8 
4 eS - 14.1 
Raleigh...... . 14.9 13.9 
Salisbury......... 14.5 13.5 
Charleston, 8. C.... .... 12.7 
Columbia......... oven 14.3 
Spartanburg....... 13.2 


Taxes: Louisiana herenine prices ee not 
clude le state tax. . 
Notes: Kerosine No. 1—Atlantic City prices 
are for deliveries of 300 gals. or more; add Ic 
for 100-299 gals. 2c for less than 100 gals. 
No. 6—Washington price is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2. 83 per bbl. 
Premium-grade gasoline t.w. 


above regular. 

pe (Prices are per imperial gal.; to 
Im rial arrive at price per U. 8S. gal., 
Oil subtract 1/6th.) 


(Esso Gasoline 
Regular Grade) Kero- 
Dealer Gasoline sine 

T.W. Taxes T.W. 


prices 2.5c¢ 


St. John’s Nfid....... *25 .2 15.0 25.2 
Halifax, N.S........ 21.7 15.0 24.2 
St. Johns, N. B. 21.7 13.0 24.2 
Charlottetown, P. E.1. 23.7 13.0 26.2 
Montreal, Que... 22.6 13.0 25.1 
Toronto, Ont........ 6 11.0 25.1 
Hamilton, Ont....... 22.6 11.0 25.1 
Winnipeg, Man 22.4 9.0 27.5 
Brandon, Man.... . 26.0 9.0 27.7 
Regina, Sask. ... 21.7 11.0 24.2 
ag Sask.... 24.6 11.0 27.1 

Calgary, Alta...... 21.9 10.0 24.4 
Edmonton, Alta...... 20.4 10.0 22.9 
Vancouver, © . See 22.4 10.0 24.9 


Taxes: Gasoline taxes are provincial taxes. 
Notes: Premium-grade gasoline t.w. prices 2 
above regular. 

* Price is for Premium-grade. 
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NOW...BIG THERMODYNE POWER IN 
NEW MACK B-MODEL TRACTORS 


Four top-performance tractors—the B-70 Series—with 
unusually high power-to-weight ratios round out the 
modern line of B-Model Macks. 


All the performance you ask for . .. assured by 
Mack's largest and most powerful Thetmodyne® gaso- 
line engine. Delivering 206 high-balling horsepower at 
a conservative 2100 rpm, this famous 707 cubic inch 
power plant offers great pulling power. Torque output 
is 564 lb. ft. at 1100 rpm. A diesel engine developing 
200 hp at 2100 rpm is also available. 


Mack offers a full line of tractors—from the smallest to 
the largest—in models that are entirely new from bumper 
to tail-light. 


It’s the only completely new line of heavy-duty trucks and tractors 
introduced by any manufacturer in recent years. 


All the advanced features that have led owners to acclaim 
B-Model Macks as “head and shoulders above the field’’ 
are embodied in these tractors. 


See them at your nearest Mack branch or distributor. 


Mack Trucks, Empire State Building, New York 1, N. Y. 
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Secony Vacuum 

















Aircraft s/vV s/V 
Grade Grade Grade Mebiiqus Gepuies Gente) Mobilfuel Mobilheat Ne.4 No.6 
Gasoline 80 91 100 Dir. Cons. Dir. Diesel (No. 2 Fuel Fuel Fuel 
Taxes T.W. T.W. T.W. To” T.c. T.W. T.W. T.C. Yard T.W. T.C. T.W. T.C. Yard T.W. T.W. T.W. 
Oe > sadn Vos ane ee Se OS cca? sed So © knee nese ope ee ~ eee 6.09 
ma S40 baie ~ teks. beave. Je See jog. ‘Se BBM acca: éaite 9.5% 18.1 11.0) 6.09 
* 7 ts beh. eee ee es Bw ae. we 9.7 18.4 9.8% 9.4% 18.0 11.01 6.09 
7 srs eee aces “deee, Lbsese, Oe Taw og cabal Sh.) cian!) “ene “ache: Gee ae 6.09 
aeons es ..-- 15.0 15.0 10.2% 10.5% 14.4 9.6 18.5 9.2% 9.56% 18.1 11.01 6.09 
6.0 . 24.3 «eee ¥14,0 14.0 x15.0 «15.0 10.4 10. sae 9.8 18.0 9.4 9.6 12.6 9.5 6.71 
GD cece seen) (ssee WOK 006.6 006.5 255 OS RSD MSA ORS BS 9.9 i (mi weage..ipaete 
6.0 ‘ 24.1 26.1 14.7 x14.7 x15.7 x15.7 11.4 11.6 16.1 10.8 14.6 10.4 10.6 14.1. ..... 10.05 
Ce ieee ateee ween Se SS ee 0S TES ORS. peck anet |  ee se. B cerns cove. 
ae. -ceGe) wpties Sere Se Seer 6" oF !lUeee ae ease © 2 © Qa Yee 
6.0 cane ease nian -.-. w16.6 x16.6 11.4 11.6 eae 36.8 26.0 0.4 WB WG ccces cece 
6.0 28.0 24.0 114.5 14.5 x15.7 «15.7 11.8 11.4 14.7 10.6 18.8 10.3 10.4 18.64 .....  ceeee 
i seek? | wales 14.6 414.6 «15.5 «15.6 121.1 21.2 .... 10.86 128.6 10.2 120.2 28.8 ....-  cooe- 
a or Reprre dace aces Ce ES Fe Re oe eso Sa Oe TL lccese ae 
6.0 coos ecoes nes ane x15.4 x15.4 esee esos ecee eses eses eeee oees ese es eece 
| ee eee x13.5 «13.5 14.8 13.4 10.65% 10.55% .... 9.96 18.4 9.55* 9.55% 18.0 ..... 
a shaw a been x13.5 «13.5 «14.8 x14.8 ». 2* vee - ‘nen 9.6 18.1 a ee Mee sevce bande 
a>: cave ~ sates aehe Se. Se ae 0.95* . 15.4 10.36 138.9 a «tca EE ccces 
Mn, nae) cee sieve See Genet ee See 10. 35% .... 14.6 9.75 18.0 9.36* ... i peaed. opm 
7.0 20.8 21.8 28.8 x13.6 x13.6 x14.8 x14.8 10.25% .... 14.9 9.65 13.3 Oa” ove * ia 
Of SMES rn eae. sf area 8 ee eee a: .néoes 
7.0 eave eowe one asen See See nese sees etes 15.1 eee eee wae setce 8 panes 
7.0 nn rr wear ened cove Gee. ae.3 este 15.6 ante 14.0 osan owe se iar 
7.0 28.0 24.0 asa 006.0. 9660 TES 8 Pee. ccce ates 10.00 13.5 BMP ces | 5 Seer 
6.0 21.8 22.8 24.8 x13.6 x13.6 x14.8 910.9 10.25% .... 14.9 9.65 13.3 9.26° ... 12.9 
7.0 weve cove eoee 415.1 415.1 416.1 216.1 33.5 4.9 eeee kt ge. we 8 ee Ol ee OF eer 
7.0 ° ‘ Rina! taves “SE EER! ecce Eee e000 dane ME ccc ~ SE - "OME «cess 86 sree 
se Buffalo N. Y. City Rochester Syracuse Boston Hartford Providence 
Mieceshéeunencderaaseseveenrsebs 19.5 18.0 20.6 22.0 19.0 =.8 19.5 
Vv. si ry Noi podenaceeegnees esecoceeece 21.5 19.5 22.5 _ eM 20.5 21.5 21.6 
are ex 3 x York Clty (all borove ex 2% city sales tax, applicable to p: of gasoline (ex 
Discounts: Mobile ie Rerosine New ork City (all boroughs) and Mt. Vernon, tank =e less 0.5¢ oe deliveries of 800 = ‘or more. 
Mob: wasen lass 0.50 for Geliverten of 990 gals. of 
Mobilbet Mee York Cl city ‘al in 3,4 Mt. Vernon, tank wagon less 0. Be fo for > dfivesten of 300 gal. or more. 
Notes: Jamestown T. C. prices are delivered prices, all other T.C. prices are FOB bulk terminals. 
Effective dates: 4June 29, Muly 3 xd xJuly 9. ® Subject to 0.25¢ temp y 
Ohio $ da Sohio X-Tane Gasvline 
tan rd Aviation Gas.-Cons.T.W. (Regular Grade) Naphtha & Solven T.W. 
Sohio Sohio Sohio - Re- S.R. D.C. V.M.&P. Sohio 
G Avia. Avia. Avia. sumer _ sell- - Naph- Naph- Varno- Sol- Kerosine No.1 No.2 
Taxes 80 91 100 .W. ere 8.8. vent tha tha tene vent T.W. Sohio 
Heat Heat 
eestecseseeseeasadics 7.0 23.76 24.756 27.76 18.4 14.9 18.9 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
I it oti iiideesa.g rs pcan Eel 7.0 23.76 24.75 27.76 x18.5 x15.0 x19.38 21.6 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
EE ER EGROR 7.0 28.76 24.75 27.76 x18.5 x15.0 x19.3 21.6 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
NIG» vis bu ane oninitas eu 7.0 23.76 24.75 27.76 x18.5 x15.0 x19.3 21.5 23.0 23.0 23.0 22.0 14.7 14.7 18.7 
Columbus. 7.0 23.76 24.75 27.76 x18.5 x15.0 x19.3 21.6 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
Dayton 7.0 238.75 24.75 27.75 18.5 15.0 19.3 21.6 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
ima..... 7.0 23.76 24.75 27.75 x18.5 x15.0 x19.3 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
Mansfield 7.0 238.75 24.75 27.75 18.6 15.0 19.3 21.6 23.0 23.0 22.0 22.0 14.7 14.7 18.1 
Marion.. 7.0 23.76 24.75 27.75 xi8.5 x15.0 x19.3 21.6 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
Portsmouth 7.0 23.75 24.75 27.76 x18.5 x15.0 x19.3 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
id hdd cdcewss 7.0 23.75 24.75 27.76 18.5 15.0 19.3 21.6 23.0 23.0 22.0 22.0 *14.7 %14.7 %18.7 
Youngstown........... 7.0 28.76 24.75 27.75 x18.5 x15.0 x19.3 21.6 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
COD inectts ckcnecnea 7.0 23.75 24.76 27.76 18.5 15.0 19.3 21.6 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
Taxes: Hangar operat can purch viation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form 


A-10 to supplier. 
Discounts: Sehio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more, 50 to 99 gals. add lc per gal., 1-49 gals. add 2c per gal. 
a | Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For other ee 150-499 ah add 2c; less than 15¢ 
Cc. 


Ccaane-guate gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company operated 


*Subject to 0.5¢ “temporary 


indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
ef Indiana bulk plants where the company’s prices are publicly posted. 


Allowance.” x Effective July 9. 























Red Crown Ss lex Furnace Oil 
(Reg. Grade) Geso- Kero- 100. 100-  100- 175- 350 850 Kentucky 
Cons. Dir. line sine 1-99 gals. 175 349 849 gals. gals. Standard 
_ T.W. T.W. Taxes T.W. gals. over gals. gals. gale. & over & over Gasiaes a —— 
feago, Ill.......... ORR OO a ace ad mes i i 4 
Bouth Bend, ind... 19.0 17* 6.0 17.1 16.8 i468 [222 IID ON — «, £2 
Detroit, Mich........ 18.8 16.8 665 168 15.4 14.4. ... ede ae , vty 
pls.-St. Paul..... |. 17.8 16.8 7.0 16.7 15.0° .... 14.0% .::. i8:8¢ i2'8* 1 9.0 15.2 
Des Moin Lees —- ae Ce ee SE icc. cscs eéee eee: 7.4 9.0 15.9 
Bt. Louis, Mo... | 17.2 15.7 6.0 16.0 14.4 18.4 soa a 2 9.0 16.3 
Wichita, Kane... ||”; 15.4 15.0 7.0 14.6 12.8 11.8 iy , 9 9.0 14.8 
Omaha, Nebr.... |||: 17.5 16.0 8.0 16.0 14.4 18.4 "e 5 9.0 15.1 
Fargo, N.D......... 17.7 17.2 7.0 17.6 15.4 14.4 He's 0 9.0 14.6 
Huron, 8. D....... |. me Wa 80 Me Me MS (ccc cane ce ph eee - 16.4 9.0 16.6 
Milwaukee, Wise..... 18.8 17.8 6.0 17.0 16.0 .... ... i6 a “ 5.8 11.0 14.8 
2 
Fuel Oile—T.W.—Chicago, Il. Fire-Chief Gasoline ugusta - 2. ‘ . 
Standard ° Stenolex Texas (Regular Grade) Kerosine ce tat ; 16.7 8.0 15.8 
Heater Oil Furnace Oil Co. Gasoline Dealer , vannah........ 16.1 8.0 15.6 
16. 15.8 T.W. Taxes T.W. sommecavins, Uis.. 38.3 33 a} 
ae 8 $.8 8.8 Pensacola........ 15.9 10:0 14.6 
. 13.3 Tampe.......... 16.0 9.0 15.5 
a's @ 6.0 13.8 
400 gals. & over.... 18.8 ‘0 :2 33 Senese 
‘8 6.0 14.35 esi 
‘0 6.0 tax col includes these city & 
Fela. a. 9 6.0 3-3 county taxes: Mobile, 3c city; Birmingham, le 
ie ue ‘9 6.0 13.38 county; Montgomery, le city & le county; 
0 ee 9.15 8.0 ‘1 6.0 13.8 Pensacola, le city. Other taxes not included is 
760 gals. & over........ 8.4 7.25 ‘Oo 60 138 prices: erosine, le; Montgomery, 
Taxes: St. Louis, Mo., gasoline tax includes lc 14.7 6.0 18.8 rE ane, to; Beets, & ane Se. 








ety tax. Des Moines, Ia., kerosine and furnace 
oil prices do not include 6¢ state tax. State 
sales, occu —— saad & use taxes to be 
added where appl icable. 

*Temporary” price. 
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Notes: Dealer t.w. prices apply also to all 

classes of consumers with minimum delivery 
of 50 gals. 
Premium-grade gasoline t.w. prices 2c above 


Notes: 
aor gasoline t.w. prices 2c above 


Cons. t.w. prices same as net dealer prices. 
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PIPE LINES 


Contract Let for Pipe Line 
To Great Northern Plant 


The contract has been awarded for 
Minnesota Pipe Line Co.’s 16-in., 
260-mile crude oil line from northern 
Minnesota to Pine Bend, Minn., just 
south of St. Paul. 

Williams Brothers Co. of Tulsa has 
the contract for the $12.5 million 
pipe line, which is scheduled for com- 
pletion by July 5 of next year. The 
contract includes two pumping sta- 
tions. 

The line will link facilities of the 
Lakehead Pipe Line Co., U.S. sub- 
sidiary of Interprovincial Pipe Line 
Co., with the $25 million, 25,000-b/d 
Great Northern Oil Co. refinery and 
tank farm being built at Pine Bend. 
Connection with the Interprovincial- 
Lakehead line will be near Clear- 
brook, Minn. 

Marlin E. Sandlin, Minnesota Pipe 
Line president, said it is expected the 
line will be laid this year before severe 
ground freezing can stop construction. 

Great Northern has contracted to 
buy, at wellhead, medium gravity 
crude produced in Fosterton Field, 
Saskatchewan, from Socony-Vacuum 
Oil Co. of Canada, Woodley Canadian 
Oil Co. and Southern Production Co. 
From Fosterton Field to a point near 
Regina, Sask., the 16-inch line of 
South Saskatchewan Pipe Line Co. 
will be utilized to carry crude to the 
Interprovincial system. The Fosterton- 
Regina line now is in the early stages 
of construction. Interprovincial will 
carry crude to the Clearbrook termi- 
nal of Minnesota Pipe Line. 

Minnesota Pipe Line expects the 
first shipments of Fosterton crude for 
the Great Northern refinery to be 
about 15,000 b/d, increasing to 20,- 
000 b/d by Jan. 1, 1956. Initial capac- 
ity of the Clearbrook-Pine Bend line 
will be 35,000 b/d. 

Minnesota Pipe Line will be oper- 
ated as a common carrier and is 
expected to become an integral part 
of a pipe line transportation system 
designed to flow Canadian crudes into 
the Twin Cities and Chicago market- 
ing areas and the Great Lakes region. 

Crude storage capacity at Clear- 
brook will total 400,000 bbl. Still to 
be selected are sites for pumping sta- 
tions at the Clearbrook takeoff point 
and at the halfway point. Officials 
said intermediate stations can be built 
to increase the line’s capacity sub- 
stantially. 

This would enable it “to serve the 
industry as an important link in the 
crude oil transportation system piping 
Canadian or Williston Basin crude to 
the Great Lakes region.” 
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but NATIONAL PETROLEUM NEWS as- 
sumes no responsibility for errors or omissions. 
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CLASSIFIED 


UNDISPLAYED RATE 
$) mad a line. Minimum 3 lines. Box numbers 
count one additional line. 
POSITION WANTED. Undisplayed rate is one 
half of above rate, payable in advance. 
DISPLAYED RATE 
The advertising rate is $14.50 per inch for all 
advertising appearing on other than a con- 
tract basis. Contract rates quoted on request. 
NATIONAL PETROLEUM NEWS, 
Classified Advertising Division 
330 W. 42nd St., N. Y. 36, N. Y. 











FOR SALE 


Following equipment in top condition. 


25 Ton lowboys and hi-decks, 7400 gallon 
tankers, 1950 to 1952 LP-195’s, L-185’s, 
LF-195's, F-8 Fords 1946 to 1949, KB-8’s, 
KBI1's, K8F's. 

We have the largest stock of this type of 
equipment in the Middle West and will 
not be undersold. 


MILLER SALES & SERVICE 
1026 S. Riverside Drive, lowa City, lowa 











| JOSEPH H. SALMON 


of working capital. 





Phone 8-3691 + After hours, Ken Berkey, 7798 


_ MANAGER SERVICES 








PERSONALIZED MANAGEMENT COUNSEL on: 
Petroleum ‘Refining — — Marketing — Trans- 





on 
EVALUATION of NEW PROJECTS — SURVEYS 
LONG RANGE PLANNING 
PETROLEUM CONSULTANT 
201 East 57th St., New York 22 
Telephone — Plaza 9-1450 








REPLIES (Box No.): Addre $s te office ne 
NEW YORK: 330 W. 42nd St 3¢ 
CHEE ry Oi 520 N. Michigan “ ‘ (1) 
RANCISCO 68 Pe 








© eruorwent 


Position Vacont——— 


Wanted—Sales Manager—Large well established 


retail market in Southern Con ‘lease write 
stating qualifications and experience. P 3168, Na 
tional Petroleum News 


BUSINESS OPPORTUNITIES 


| 

| Bulk Oil Plants—Propane Gas plants selected 
| properties throughout the midwest. We specialize 
| im petroleum properties. Petroleum Marketers, 605 
| Pro duce Bank Bide ‘ 





Minneapolis 3, Minnesota 


| Wanted to buy: Established gasoline distribu- 
torship or commission agency in Ohio, Penna., 
Maryland or Southern New York State. BO 3170, 
National Petr eum News. 





Invest t Wanted — — 





will furnish cash, credit, 5 marine transportation 


equipment and administrative services to Inde 


pendent Oil Company, located on navigable in 
land waters, having good case history but short 
Strictly confidential. Genesee 
Investments, 135 West Broadway, Jaukesha, 
| Wisconsin. Phone 2-1134 or 2-2948. 


| SPECIAL SERVICES 





Mailing lists of refined and fuel oil dealers. 
‘ree catalogue. Oil Industry Mailing List Co., 
405 Tuloma Bldg., Tulsa, Okla. 








An advertisement in NPN‘s Classified 
Section will bring you quick, effective 
results ot low cost. 


NATIONAL PETROLEUM NEWS 
330 W. 42nd St., New York 36, N. Y. 
WRITE TODAY 














ABOUT OIL PEOPLE 


Cosgrove 





Morrison 


NEW FLORIDA CHAIRMAN of the state Oil Industry Information Committee, 
A. E. Cosgrove, of Standard Oil Co. (Ky.) in Jacksonville, is congratulated by out- 
going chairman John B. Love, president of Colonial Oil Co., Jacksonville and John 
S. Morrison, American Oil, Atlanta, southeastern district OITC chairman 


Bryan S. Reid, general manager 
of Socony-Vacuum’s Chicago division, 
has retired after 43 years in the oil 
business. 

Reid began working for various oil 
companies in the Southwest after his 
graduation from the University of 
Wisconsin. In 1923, he organized the 
Inter Ocean Sales Corp. and served 
as its president until the company 
was sold to the old Wadhams Oil Co. 
Reid then became assistant to the 
president of Wadhams. Subsequently 
Wadhams became a part of the 
Socony-Vacuum organization and in 
1932, Reid was appointed general 
manager of Socony’s Chicago divi- 
sion. 

Reid is a past president of the 
United Charities of Chicago and is 
a member of the Twenty-Five Year 
Club of the petroleum industry. 

Succeeding Reid is John B. Wilbor, 
who since November has been assist- 
ant general manager of the Chicago 
division. Wilbor started in the oil 
business with Wadhams in 1929. 

He is a graduate of the Armour 
Institute of Technology and the Har- 
vard School of Business Adminis- 
tration. 

6 

George L. Savory, president, Sav- 
ory Oil Co., Binghamton, N. Y., is 
building a new station and remodeling 
two old stations. Savory will also 
put in 15 to 20 new pumps at his 
stations, which he says, is his an- 
nual average. 

He is now installing oil burners and 
expanding the company’s burner serv- 
ice department, and he reports, it has 
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already resulted in “nice increases” 
in fuel oil sales. 

Savory organized his company in 
1937 after having worked for the old 
Standard Oil Co. of New York (now 
Socony-Vacuum), and the Richfield 
Oil Corp. of New York. 

Savory has been a director of the 
Binghamton Chamber of Commerce 
since 1949. He is chairman of the 
Citizens Advisory Committee on city 
government, a director of the First 
National Bank, and the Binghamton 
Community Chest. He is a member of 
the Advisory Committee N. Y. State 
Institute of Applied Arts and Sciences, 
a member of the Board of Governors, 
Binghamton City Club and has been 
a director of the Empire State Petro- 
leum Assn. since 1942. 

oe 

Edgar R. Page is now assistant oper- 
ations manager for Shell’s nationwide 
operation. Page was formerly division 
operations manager in New England. 

Page started with Shell as a laborer 
in 1933 after his graduation from 
Washington University in St. Louis. 
During the next five years, he served 
as maintenance clerk, draftsman and 
field engineer. He was transferred to 
the marketing operations department 
in New York in 1941. Last year, Page 
took a six month tour to inspect petro- 
leum storage and distribution depots 
of oil firms in Thailand, Malaya, 
Singapore, Indo-China, Hong Kong 
and the Philippines. 

Succeeding Page as division opera- 
tions manager in New England, is 
William L. Shaw, formerly manager 
of division operations in Albany. 


Ed Amar, Amar Oil Co., Ham- 
mond, La., an independent oil jobber, 
has been elected president of the 
Louisiana Oil Marketers Assn. for 
1954-55. He succeeds another jobber, 
Harry Huber, of Lake Charles, La. 

s 


Gerald Fisher has been appointed 
Pollution Control Co-ordinator for 
General Petroleum Corp., Los An- 
geles. With the company for over 30 
years, Fisher has been manager of 
the lubricants and process products 
department since 1944. He is a grad- 
uate of the University of Oklahoma. 

° 

Kenneth R. Nixon and Michael A. 
Schneider have been elected vice presi- 
dents of Arrow Petroleum Co., Chi- 
cago. Nixon will continue in charge 
of the gasoline division. Schneider 
has been manager of the oil burning 
equipment department and in addition 
will now have charge of tank wagon 
fuel oil sales. 

* 

Harold F. Parsons, assistant vice 
president and manager of the New 
York crude and products section for 
Tide Water Associated, retired June 
30. Parsons also retired as chairman 
of the board, Tide Water Pipe Co., 
Ltd., and vice president of the Brad- 
ford Transit Co. He has served in 
many executive positions with the 
company and since 1953, has been 
assistant manager of the transporta- 
tion and supply department. 





Boyd Legacy 


FIRST OIL MAN to win the “Sammy” 
award of the Los Angeles Sales Execu- 
tives Club in the group’s 17-year-old an- 
nual contest to determine the 10 best 
salesmen in Southern California was L. 
D. Legacy, Union Oil Co. Here, Legacy 
receives trophy from his boss, P. H. 
Boyd, Los Angeles district sales manager 
for Union Oil. 
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Haul more for your money in Heil 


STAINLESS STEEL 
TRANSPORT TANKS 


FULL CAPACITY LOADS 
EACH TRIP 

Heil Tanks use fewer pieces and less welding 
to substantially reduce weight and increase 
payload capacity. For example, one Heil 
model uses 58 fewer pieces and 200 less 
feet of welding than previous models to 
reduce weight by a Y-ton . . . and hauls 
250 gallons more per trip! 


pownrmoTowm: 
-” COSTS LESS TO OPERATE 
AND MAINTAIN 
Easy cleaning is only one of the low main- 
tenance features. One-piece, integrally 
welded, boltiess design materially increases 
beam strength and over-all durability to keep 
Heil Tanks on the job and out of the shop. 


GREATER STRUCTURAL 
STRENGTH 
rt e Heil Triple-Dished Heads are the strongest 
with toe Reribatio® ever developed for resistance to liquid surge 
ve ea ve 083 and efficient transfer of shear loads from 
vest Virenie  F tank shell to fifth wheel and running gear. 
change © . Every feature is designed for safety, road 
_— stability and long life. 
ay svise © the 
aatterent ard frei in veriow 
Taek poring tomo a say tet mis wn : 
gan in abe TORE Sve pave 2 DESIGNED FOR YOUR NEEDS 
of the vest dosh OO - Heil can give you the exact tank for your 
<r * very OT yourss needs, whether you are hauling cleaning 
LIsES, fluid, petroleum products, chemicals or other 
CREMICAL ve liquid products. Heil makes them all, from 


QQ kos truck-mounted to “‘trailerized" tanks, in types 


and sizes for practically every requirement. 
. Ross 


vice president 


one 


THE HEIL co. 


DEPT. 3774, 3037 W. MONTANA ST. * MILWAUKEE 1, WISCONSIN 


Factories: Milwaukee, Wis.—Hillside, N. J. Heil Sales Offices: New York, Union, N. J., Washington, D. C., 
Atlanta, Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, Los Angeles, Seattle 
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re ree Cede =P Petey we ton 


a single: source » for your tank needs 


Yes, one line is the direct line to quality storage service . . . 
MODERN ... fabricating steel storage tanks to solve every 
storage problem . . . tanks of heavy-gauge, top-quality steel 

. approved by the Underwriters Laboratories! More and more 
petroleum distributors and service station operators demand 
MODERN QUALITY storage tanks . . . good reason to contact 
your nearest MODERN plant today. Now—join the hundreds of 
satisfied customers who order and re-order MODERN QUALITY 
tanks, with a type and size to fit your exact storage needs. 


The MODERN name... the MODERN line... guaranteed 
one year against defective material or workmanship. 


MODERN QUALITY 
HORIZONTAL BULK 
STORAGE TANKS— 
tested according to rigid 
standards for long, efficient 
service. Stairways, walkways, 
and supports fabricated to 
your specifications. 


MODERN QUALITY VERTICAL 
BULK STORAGE TANKS — double 
butt-welded and tested according to 
rigid standards for long, efficient 
service. 


WRITE FOR NEW CATALOG 


'woeconerpPeaqoRmateto 


OWENS#0RO KY WEWARK OW RLANDO FLA 
Oo 21H ST 72 WALD ATLANTA AVE aK 


modern welding company 


—7 | _ 


} | 


LF AU 





ABOUT OIL PEOPLE 


J. A. Doctor A. E. Traynor 


James A. Doctor is the new vice 
president and director of marketing 
for Chicago Corp., which took over 
management of Champlin Refining 
and its subsidiary, Peppers Refining 
in April. A. E. Traynor, Champlin’s 
vice president at Enid, continues to 
direct all of the company’s marketing 
activities. 

Doctor has spent his entire business 
career in the oil industry in various 
sales and executive marketing assign- 
ments in the Mid-Continent area. 
Prior to his new position, which he 
assumed July 1, Doctor was assistant 
marketing director for Continental 
Oil at Ponca City. 

Traynor has been with Champlin 
for the past 21 years, and for the 
last two years, has been vice president 
in charge of’ marketing. He will also 
assist Doctor in co-ordination of 
Champlin’s and Chicago Corp.’s mar- 
keting activities. 

« 

Clarence S. Beesemyer, retired exec- 
utive vice president of General Petro- 
leum Corp., once again has been 
named chairman of the Los Angeles 
chapter of the Red Cross. Beesemyer 
held down the post previously from 
1949 to 1951. Among vice chairmen 
to the chapter is L. L. (Red) Aubert, 
Bankline Oil Co. president. 

. 

Emory V. Squires has been appoint- 
ed director of purchases, Richfield Oil 
Corp., Los Angeles, succeeding Her- 
bert H. Kelly, who retired June 30. 
Squires moves up from assistant di- 
rector of purchases. 

- 


Aaron C, Steitz, Airways Oil Co., 
was elected treasurer of the Serve 
Yourself & Multiple Pump Assn., Los 
Angeles, succeeding Hugh Lacy, Urich 
Oil Co. Other officers and directors 
of the group were re-elected. They are: 
William H. Dennis, Community Sta- 
tions, Inc., president; Leo Pearlston, 
Sunset Oil Co., vice president, and 
Bernard B. Roth, World Oil Co., sec- 
retary. 

Directors are James C. Baker, Baker 
Oil Co.; Hugh Lacy; John Rothschild, 
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Rothschild Oil Co.; Alfred Sackler, 
World Oil Co., and Walter Simas, 
Simas Bros., Oakland, Calif. 


William Gordon Bracken is now 
manager of aviation sales for Imperial 
Oil, succeeding T. M. Reid, who died 
in an air crash at Moose Jaw in April. 

Bracken joined Imperial in 1939 
after attending the University of Man- 
itoba. He left Imperial in 1940 to join 
the Royal Canadian Air Force, and 
for the next five years engaged in 
operations off the coasts of England, 
Scotland, Gibraltar, Ceylon and Aus- 
tralia. He rejoined the company in 
1947 as aviation sales assistant at 
Winnipeg. In 1951 he was appointed 
supervisor of aviation sales for On- 
tario and his most recent position was 
in Ottawa as district operations super- 
visor of marketing. 

Bracken is the son of John Bracken, 
ex-premier of Manitoba. 


C. F. Niessen 
has been appoint- 
ed advertising and 
sales promotion 
manager for Mid- 
Continent Petro- 
leum Corp. in 
Tulsa. Niessen, 
formerly assistant 
sales promotion 
manager, suc- 
ceeds Dale C. 
Rogers, who has 
resigned. Rogers will remain tempo- 
rarily in a consulting capacity and 
plans to study for the ministry in the 
near future. 


C. F. Niessen 


Niesson joined D-X as a salesman 
in the eastern sales division in 1937. 
He was named division sales promo- 
tion manager in 1941 and in 1945 
transferred to Tulsa as assistant sales 
promotion manager. He began his 
oil career in 1923 as a service station 
attendant with one of the major oil 
companies. 

* 

Brian Casey is now a technical sales 
representative for Enjay Co., Inc., 
New York City, in the company’s 
Paramin additives sales division. A 
1950 graduate of Massachusetts In- 
stitute of Technology, Casey had 
previously been associated with lubri- 
cating oil product development. 

a 


Leo F. Lorence, formerly a sales- 
man for Stevenson Sales Co. Inc., 
Davenport, lowa, is now a vice presi- 
dent of the company and manager 
of dealer sales. Lorence has also been 
elected treasurer of the Junior Cham- 
ber of Commerce. 
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“We fool free to take 
our probleme to Richfield” 


“Word of Mouth” 
Advertising — 


from 


Smock, Pa. 


“Word of mouth” is an Americanism that means truth. So 
Richfield is proud to pass along to you Word of Mouth 
Richfield Advertising unsolicited from R. W. Higinbotham, 


for 22 years a Richfield Distributor in Smock, Pa. 


“Center Gas & Oil Company has been associated with 
Richfield as a distributor for the past 22 years. Gallonage 
has grown from approximately 150,000 in 1932 to 4,347,252 


last year. 


“Richfield’s advice concerning our accounting and other 
problems, and their cooperation with our advertising 


programs have been contributing factors to our success. 


“We, like all distributors, have had our ups and downs; and 
at such times, we have always felt free to take our 

problems to Richfield and they have given us the help 

and good common-sense advice necessary in the operation of 


our business.” 


Why do Richfield Distributors have such a warm and friendly, 
mutually-helpful relationship with Richfield? Find out 

the reasons why so many Richfield Distributors cite 

that relationship as a big factor in their success? 


Find out today! Write, wire or phone! 


RICHFIELD 


OIL CORPORATION OF NEW YORK 
542 FIFTH AVENUE. NEW YORK 36, N. Y, 


Ww 
v 


= * 


Serving the Eastern Seaboard from Maine through Florida 
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Campbell Hall 


i 
. 


Walker Douglas 


GAS VERSUS OIL HEAT FORUM, led by this panel, calls for organized defense 
against natural gas invasion at the annual meeting of the Independent Oil Men’s Assn. 
of New England, in Boston, June 3-4. Panel members were: Roland W. Campbell, 
president, Hayward Oil Burner Corp., Cambridge, Mass.; Wilfred Hall, president, Hall’s 
Heat Headquarters Inc., Salem, Mass.; Thomas J. Scott, general manager, Buckley and 
Scott Co., Watertown, Mass.; Mahlon W. Walker, general manager, Godfrey Fuel Co., 
Milton, Mass.; Robert W. Douglas, sales manager, Kelly and West Co., Malden, Mass. 


Howe 


NEW CHAIRMAN of the Massachusetts 
Petroleum Industries Committee is Ken- 
neth T. Howe of Belmont, Mass., vice 
president in charge of sales, Jenney Man- 
ufacturing Co. He receives congratulations 
from former chairman, Karl H. Shaw, 
Boston division manager, American Oil 


John D. O’Reil- 
ly takes on a new 
job as assistant to 
the vice president 
in charge of sales 
for Pan-Am 
Southern Corp., 
New Orleans. 

O’Reilly was 
formerly assistant 
to the general 
manager of sales. 
He started with : 
the company in 1926 as a service sta- 
tion attendant. 

Another appointment at Pan-Am 
is that of Carl J. Kollin, from office 
assistant in the Louisiana division to 
administration assistant in the market- 
ing department. Kollin joined Pan- 
Am in 1931 as an office boy. 

e 

James D. Tinney is now assistant 
district operating supervisor, a newly 
created position, for Tide Water Asso- 
ciated’s Los Angeles sales district. 


J. D. O'Reilly 
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Tinney has been with the company 
since April, 1950. He is a graduate 
of the University of Oregon. 

. 

Charles H. Knowlton, Atlantic Re- 
fining Co., was elected president of the 
Columbus (Ohio) Petroleum Club at 
the group’s annual meeting. He suc- 
ceeds John E. Haslam of Pure Oil. 

Raymond J. Hausfeld, Pure Oil Co., 
was elected vice president of the club. 

J. P. Hummel of the Shell Oil Co. 
was named to the executive commit- 
tee, and Clyde E. Wallingford of the 
Ohio Petroleum Marketers Assn. was 
re-elected secretary-treasurer. 


DEATHS 


John G. Pew, former president of 
Sun Shipbuilding and Dry Dock Co., 
and a director of Sun Oil Co., died 
July 1 at his home in Rose Valley, 
Pa., near Philadelphia. 

Pew was 83. He had been president 
of Sun Ship from 1919 until he retired 
in 1950. During World War II, he 
directed the expansion of the Chester, 
Pa. shipyard from eight building ways 
to 28. As a result of this expansion, 
more than 40% of the tankers built 
in the U. S. during the war, were con- 
structed at the Sun yards. 

Pew was also an acknowledged ex- 
pert in the natural gas industry, and 
entered this field in 1886, at the age 
of 16. He was president of the Peoples 
Natural Gas Co., Pittsburgh, Pa., and 
the Hope Natural Gas Co., W. Va., 
before joining Sun Oil. 

He is survived by his wife and 
seven children, including James E. 
Pew, director of Sun Oil Co., and 
John G. Pew, Jr., vice president of 
Sun Shipbuilding & Dry Dock Co., 
Joseph Pew, Jr., board chairman of 
Sun Oil, is a first cousin. 

Burial was in Arlington Cemetery, 
Drexel Hill. 


COMING MEETINGS 


JULY 


California Petroleum Distributors Assn., Pal- 
ace Hotel, San Francisco, Calif., July 17-18. 


AUGUST 


Florida Petroleum Marketers Assn., Tides Ho- 
tel and Bath Club, St. Petersburg, Fia., 
Aug. 6. 


National Congress of Petroleum Retailers, 8th 
annual convention, Sir Francis Drake Hotel, 
San Francisco, Calif., Aug. 8-13. 


South Carolina Oil Jobbers Assn., Bon Air 
Hotel, Augusta, Ga., Aug. 9-10. 


Secy. of Automotive Engineers, national West 
Coast meeting, Los Angeles, Calif., Aug. 
16-18. 


SEPTEMBER 


Assn. of Desk & Derrick Clubs of No. America, 
$rd annual convention, Banff Springs Hotel, 
Banff, Alta., Canada, Sept. 7-9. 


Oil Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Ill., Sept. 8-10. 


Interstate Oil Compact Commission, Fonte- 
nelle Hotel, Omaha, Neb., Sept. 9-11. 


Michigan Petroleum Assn., fall convention, 
Park Place Hotel, Traverse City, Mich., 
Sept. 10-11. 


Packaging Institute, petroleum packaging com- 
mittee, Philadelphia, Pa., Sept. 13-14. 


National Petroleum Assn., 52nd annual meet- 
ing, Hotel Traymore, Atlantic City, N. J., 
Sept. 15-17. 


American Petroleum Institute, Lubrication 
Committee, Traymore Hotel, Atlantic City, 
N. J., Sept. 15-17. 


Ohio Petroleum Marketers Assn., fall confer- 
ence and golf tournament, Hollenden Hotel, 
Westwood Country Club, Cleveland, Ohio, 
Sept. 22-23. 


Pennsylvania Petroleum Asen., fall convention, 
Pocono Manor Inn, Pocono Manor, Pa., 
Sept. 26-28. 

Tennessee Oil Men’s Assn., fall meetings, Pea- 
body Hotel, Memphis, Tenn., Sept. 27-28. 


Independent Oil Comp ders Assn., annual 
meeting, Hotel Sheraton, Chicago, Lll., Sept. 
27-28. 





OCTOBER 


Texas Mid-Continent Oil & Gas Assn., annua! 
meeting, Plaza Hotel, San Antonio, Texas, 
Oct. 4-6. 


Empire State Petroleum Assn., fall meeting, 
Whiteface Inn, Lake Placid, Whiteface, 
N. Y., Oct. 10-12. 


National Assn. of Oil Equipment Jobbers, 4th 
annual meeting, Congress Hotel, Chicago, 
Ill., Oct. 10-12. 


Socy. of Automotive Engineers, national trans- 
portation meeting, Boston, Mass., week of 
Oct. 18. 


Texas Oil Jobbers Assn., Management Insti- 
tute, Driskill Hotel, Austin, Texas, Oct. 
19-21. 


Nebraska Petroleum Marketers Assn., annual 
convention, Paxton Hotel, Omaha, Neb., 
Oct. 20-21. 


Independent Petroleum Assn. of America, an- 
nual meeting, Tulsa, Okla., Oct. 25-26. 


National Lubricating Grease Institute, 22nd 
annual meeting, Mark Hopkins Hotel, San 
Francisco, Calif., Oct. 25-27. 


Texas Oil Jobbers Assn., Management Insti- 
tute, Caprock Hotel, Lubbock, Texas, Oct. 
26-28. 


NOVEMBER 


Socy. ef Automotive Engineers, national fuels 
and lubricants meeting, Mayo Hotel, Tulsa, 
Okla., Nov. 4-5. 


American Petroleum Institute, 34th annual 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Ill., Nov. 8-11. 


Assn. of American Battery Manufacturers, an- 
nual convention, Edgewater Beach Hotel, 
Chicago, Ill., Nov. 15-17. 


Packaging Institute, Petroleum Packaging 
Committee, Statler Hotel, New York, N. Y., 
Nov. 29-30. 


Oil Industry TBA Group, annual convention, 
ark Plaza and Forest Hotels, St. Louis, 
Mo., Nov. 29-30. 
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Only Eaton 2-Speed Axles 
have the money-saving 


features provided by 
Planetary Gearing 


With Eaton’s exclusive planetary design, gear speeds 
cre slower; gear loads are distributed over several 
gear teeth, holding down stresses and wear. Planetary 
pinions turn only in the low speed range. In the high 
speed range they are locked out. The axle then oper- 
ates as a conventional single-reduction unit. Eaton 
2-Speeds are quiet in operation, easy to shift, and run 
long, trouble-free mileages. Genuine dollars-and-cents 
savings for truckers are assured by actual performance 
records representing billions of miles of operation. 


Your truck dealer will be glad to explain how Eaton 
2-Speeds will enable your trucks to haul more, faster, 
and longer, at lower cost. 


More than two million 
Eaton Axles in trucks today! 


EATON 


La Seed thik 


AXLES 


Axle Division 
EATON MANUFACTURING COMPANY 
CLEVELAND, OHIO 


iD PRODUCTS: Sodium Cooled, Poppet, and Free Valves* Tappets* Hydraulic Valve Lifters* Valve Seat Inserts* Jet 
Engine Partse Rotor Pumps* Motor Truck Axles* Permanent Mold Gray Iron Castings* Heater Defroster Units* Snap Rings 
Springtitese Spring Washerse Cold Drawn Steele Stampings Leaf and Coil Springs* Dynamatic Drives, Brakes, Dynamometers 





Refiners, Compounders. and Private Brand Marketers 


BUY 


SelM or sure! 


Buyers of solvent-extracted base stocks and fin- 
ished blended oils for private branding can be 
sure when they buy from Pure—sure when 
they sell—because they enjoy these advantages: 


@ All Pure Oil customers have a wealth of 
technical service and help available to 
them, and Pure Oil salesmen are fully 
qualified to give on-the-spot technical aid 
that applies to their specific problem. 


@ We can give you help with regular grades 
of lube oils, of course; but we are also in a 
position to give real assistance in the com- 
panion lines of multi-grade lubricants— 
S.A.E. 5W-20, S.A.E. 10W-30—that are 


WRITE OR CALL 


becoming so well recognized in the lubri- 
cation field. 


@ Pure’s lube oils have a unique suscepti- 


bility to a wide variety of additive treat- 
ments, resulting in low treatment costs 
and flexibility of additive selection. 


These time-tested and market-proved oils 
meet the API service designations from 
ML through DS, as well as most military 
and equipment manufacturers’ specifica- 
tions. 


Production and terminal facilities within 
easy reach of most markets and trans- 
portation equipment is equal to any de- 
mand—from a tank car to a quart can. 


THE PURE OIL COMPANY 


35 E. Wacker Drive, Chicago 1, Illinois 


Phone: STate 2-2100 


Room 1688 


Be sure with Pure 





